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MISSOURI 
STATE 
LIFE 


The Progressive Company 


N Thirteen Years, the Missouri 


State Life has grown from One 
Hundred Million Dollars of insur- 


ance in force to over One Billion 
Two Hundred Million ... It took 
twenty-four years to reach the first 
hundred million ... The Company 
to date in 1929 is 35% ahead of its 
paid-for production over the same 
period last year! 


Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


HILLSMAN TAYLOR, President $1,220,000,000.00 
St. Louis, Missouri 
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The Remembrance Pokey makes Inter- 
Southern Salesmen Santa Claus’ 
partnets.. and doubles their husiness 

















HERE is the man who is not made happy at the in addition to practically every other policy sold at 

thought that after he has gone on, his loved this season. Too, many salesmen who specialized 
ones will still receive gifts from him on birthdays, at in this new policy during the month precedinz 
Christmas or on any anniversary! It is taken for Christmas last year found that not only was the 
granted that every man can and will provide insur- Remembrance Policy easy to sell but that it served 
ance protection for his family but the Remembrance as the introductory sale to lead to larger and more 
Policy, this new policy which allows special remem- substantial business. 


brance of special days, makes an immediate appeal Inter-Southern salesmen enliven their business and 





to the imagination. Everybody isa prospect for this broaden their field by offering many at- 
policy that permits devotion and sentiment to find tractively unusual policies, as well as 
expression through all the years. policies of the more conventional types. 

Any insurance man who is interested in 
At the Christmas season, particularly, the Remem- selling these popular policies at generous 
brance Policy needs only to be presented to warm- commissions is invited to write to the 
hearted clients. A Remembrance Policy can be sold Inter-Southern. 





INTER-SOUTHERN LIFE INSURANCE CO. 


CAREY G. ARNETT, President HOME OFFICES, LOUISVILLE, KY. 


Insurance In Force Over One Hundred and Sixty Million Dollars 
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Life Insurance 
Is the Stabilizer 


Becomes a Great Factor in Quiet- 
ing Hysteria in the Busi- 
ness World 


MEN WANT PROTECTION 


People See the Need for Substantial 
Standing Places When the Financial 
Winds Come 


NEW YORK, Nov. 21.—At a specia} 
meeting of the New York City branches 
of the Keane-Patterson Agency of the 
Mutual Life. Donald C. 
members the 
life 


Massachusetts 
Keane 


stock 


addressed the on 


market situation relative to 
jasurance. 

He said in part: “According to the 
newspapers there has been a hectic time 
in Wall street recently. Everybody has 
been reading the big headlines. From 
the heights of optimism in October the 
whole country seems to have plunged 
into the depths of despair, although we 
are now apparently on the way up 
again. But no one moved out of the 
country and the chamber of commerce 
says only 4 percent of the people of this 
country are affected. 


Financial Hysteria Developed 


“They say that the medical profession 
can start an epidemic if they talk it 
up enough, This recent crash that broke 
out in Wall street got people talking 
louder and louder and financial hysteria 
broke loose. Some people even went 
to their safe deposit boxes where they 
had gilt edge securities and threw them 
away. They acted like people in a fire 
who throw their jewelry out of the win- 
dow and carry out the lace curtains. 

“A brand new business seems to have 
developed beyond the agricultural, in- 
dustrial and financial in this great land 
0! ours: stocks, not the pigs and steers 
of our packing industry, but bulls and 
bears that everyone is interested in. 

Extent of Bulls and Bears 


“When the bulls are going good we 
stem to be on the crest of the wave and 
when the bears have chased them out, 
the country seems to be going to the 


bow-wows, regardless of what is the real 
econ mic truth. Stocks, bonds and 
fysteria is a more complete listing of 
this new business. 

“We have spent a hundred years 
Setting the great American pwblic in- 
surance minded. The stock market 
debacle of last week contributed more 
> a insurance mindedness of the 
thinkir 


ig public than any one thing ever 
did, outside of government insurance. 
Get Insurance Minded 
“One of the country’s biggest public 
cntions men called me on the phone 
the other day and wanted $30,000 of life 
(CONTINUED ON PAGE 5) 











Business in Fine Position 





Life Insurance Finds Itself in an Impregnable Place in 
the Midst of Stock Market Crash and General 
Sagging of the Commercial Structure 


EW YORK, Novy. 21.—Now 
the smoke has partially 
away from the explosion which rent the 
financial world of America three weeks 


that | 
cleared | 


ago, those connected with life insura'ace | 


are looking about and scanning the 
horizon to see just where they have 
landed in the readjustment, accomplish- 


ed or pending. Life iasurance has not 
fared badly, whether or no any other | 
branch has. This great thrift institu- 


tion has shown its rock-bound stability 
and emerges from the turmoil in which 
financial America was thrown, un- 
scathed. Now, it is in a stronger posi- 
tion than ever. It is a period of oppor- 


tuwaity for the life underwriter. The in- 
stitution of life insurance as a whole 
can do much in restabilizing business 


and finance in its entirety—constituting, 
as it does, an integral and basic factor 
in this economic superstructure of 
\merica. 

How Life Insurance Fared 


first 


asa 


Scaaning the horizon, there is 
the question of how the institution 
whole fared. It fared well. The first 
and foremost item regarded by out- 


siders and the one which guides stabil- 


ity is “assets.” Here the life companies 
remain intact, if anything, improved. 
With life insurance funds confined to 


mortgages, bonds and, to a very limited 
extent, a few hieh grade, guaraateed 
preferred stocks, market depreciation has 
been nil or only negligible. What little 
depreciation occurred in sympathy with 
a crashing stock market has either al- 
ready been recovered or is certain to re- 
bound within a very short time. In fact, 
the bond market faces a long period of 
rising prices, so that, to a lesser degree 
than with stocks during the past year, 
life compaaies have in prospect a size- 
able appreciation in their holdings. 
Further, the institution of life insur- 
ance has achieved a new position in the 
financial world. Basically, this is a re- 
turn to its former position and yet, actu- 
ally, it is a new position, for never in 
its greatest days of the past did life 
insurance hold the eminent position as 
an investment medium which it now 
holds and will increasingly hold in the 
future. The withdrawal of large funds 
from investment to speculation, which 


has marked the past two years, is prob- | 


ably at an end today. 

The first line of capital facreases in 
the future will be basically through pure 
investment—in which department life 
insurance ranks high. For many years 
it has added to its prestige in this field 
and today, the readjustment of financial 
America will see it more clearly than 
ever before—both as a personal and 
business factor. This is possibly some- 
what of a publicity angle which is the 
outgrowth of long persistence along 
sound underwriting and investment 
lines, but it is an important item for 
the future of the business. 

Another somewhat allied thought is 
the increased prestige of life insurance 





as a credit factor, Business insurance 
almost entirely the product of the 
past decade and thus it is the first period 
of serious financial in which life 
insurance has functioned as the special- 


is 


stress 


| ists have said it would, in their sales 
presentations. It has already ‘been 
brought into action by many business 
men, both for use as a cash reserve 
through loan values, and as a credit 
factor in stabilizing the net worth of 





the concern. Its less tangible value in 
this direction is the worth of such pro- 
tection to a concern which goirag 
through a period of close credit, when 
a death might greatly endanger its 
worth in others’ eyes. This has hap- 
pened in the past. There is and will be 
no measure for this factor, but it 
doubtless there and, wherever recog- 
nized, it will result in an an increased 
regard for life insurance as a credit fac- 
tor aad will build for the future of busi- 
ness insurance. 


1S 


18 


More Careful Underwriting 


In the underwriting departments at 
the home office there are some items of 
caution that from the present sit- 
uation, such as a closer guard on big 
risk underwriting, always to be carefully 
followed and especially so at such times. 
These, however, are merely matters of 
underwriting aad in no way point to dif- 
ficulty in the business. In fact, they 
add strength, for they definitely point 
to an improved tone in underwriting, a 
campaign for which was already in full 
swing throughout the country and 
which will sow go forward with in- 
creased vigor. Directly in line with this 
is the improvement in conservation ef- 
forts which will assuredly mark the 
coming months and years for life in- 
surance and, also, add to the quality of 
the business which goes on the books. 


arise 


Replaced by Life Insurance 

Many estates were greatly decreased, 
if not wiped out. These can—and in 
many cases have been—be replaced with 
life insurance estate. Here is the great 
opportunity for the life insurance man— 
and it is just as true in the case of the 
business man who, during the coming 
months, may present the excuse that 
his business has “gone to the dogs” and 
he cannot afford insurance, as it is with 
the stock market operator who lost in 
one blow from his holdings. 


In Impregnable Position 


All in all, the life underwriter and his 
home office co-worker can look into the 
recent past and more indistinct future 
with perfect composure and with the 
feeling that, while he will lose nothing 
and possibly gain much—has lost noth- 
ing and has gained much—he may be 
able to lend much to his fellow workers 
in other branches through the general 
support of the institution of life insur- 
ance. It is distinctly a time of oppor- 


tunity for the institution, the home of- 
fices and the field forces. 





Life Counsel to 
Meet Dec. 10-11 


Program for the Annual Gathering 
To Be Held in New 


York 


TWO IMPORTANT REPORTS 


Prominent Attorneys Are Assigned 
Varying Subjects on Which Papers 


Will be Presented 


NEW YORK, Nov. 
ments for the annual meeting of the As- 
Life 


completed 


21.—Arrange- 


sociation of Insurance Counsel 


and a tentative 
program has been sent out by the sec- 


have been 


retary, Harry C. Bates of the Metro- 
politan Life. The sessions will be held 
Dec. 10-11 at the Hotel Astor in New 


York City, the week of the Life Presi- 
dents’ meeting and other important in- 
surance gatherings. There will be only 
an afternoon session the first day, fol- 
lowed by the annual banquet and the 
two sessions of the second day will be 
divided by a group luncheon. 


Among pending business will be the 
reports on the uniform death claim 
blank committee, of which William 


BroSmith of the Travelers is chairman, 

and on the incontestable clause commit- 

tee, of which Francis V. Keesling of 

the West Coast Life is chairman. 
Program of Papers 


The program announced is as follows: 

“The incontestable clause as con- 
strued and applied in recent decisions,” 
Fred P. Carr, general counsel, Central 
Life of Iowa; “Liability and rights of 
insurer when the death of the insured is 
caused by the beneficiary or by an as- 


signee,” E, M. Grossman, general coun- 
sel, Central States Life; “The policy 
contract as affected by the Missouri 


Statutes,” James C. Jones, Jr., American 
National of St. Louis; “The effect of 
insured’s bankruptcy on policies pay- 
able to his wife, but reserving the right 
to change,” Francis B. Patten, associate 
counsel, John Hancock Mutual Life; 
“Does the trustee in bankruptcy of a 
disabled insured become vested with the 
insured’s right under the disability pro- 
visions of the policy?” Claude H. Voor- 
hees, attorney, Connecticut General 
Life; “The meaning of perpetuity and 
its history,” Joseph Osmun Skinner, at- 
torney, Mutual Benefit Life. 





Ohio Gives Approval 


The Ohio insurance department has 
approved the total and permanent dis- 
ability provision adopted by the Na- 
tional Convention of Insurance Commis- 
sioners at Toronto. Superintendent 
C. S. Younger has notified companies 
licensed in Ohio that after July 1, 1930, 
the disability provision in life insurance 
policies must conform to the new stan- 
dard. 








4 


THE 


NATIONAL UNDERWRITER 


November 22, 1929 





Creative Salesman Does 
Not Meet Competition 





S. T. Whatley, 
tional Association of Life Underwriters, 
spoke to the Pittsburgh association this 
week on “How to Build and Hold an 
Insurance Clientele.” 

“How often,” he ‘asked, “do you meet 
competition in selling? How often have 
you heard successful insurance men say 
that they rarely encounter competition? 
Did you ever stop to analyze these two 
situations? To my way of thinking, the 
latter is building while the former is 
earning commissions in the very hardest 
way possible and is building little for 


the future. 
“You call on a prospective client and 


he tells you that he has insurance in 
lim Brown’s company and you imme- 
diately feel that you have a client of 


Brown’s, but if he had told you 
that he had a policy in the A. B. C. 
company, you would visualize an im- 
personal relationship between him and 
his insurer. The man who is constantly 
encountering competition is not the con- 
structive or creative type of salesman. 
He is usually the type who calls from 
door to door and more or less figura- 
tively pokes his head in the door and 
asks if any one present is interested in 
life insurance, and, of course, they are 
not. 

“However, he does occasionally find 
a man who will ask him to quote a rate 


Jim 


president of the Na- | on ten thousand 20 pay life. 





| 








But why? 
Because some creative type of salesman 
has previously seen him and created in- 
terest in such a form of policy. 

“Now the second agent quotes a rate 
but competition has begun before he 
commences. And why not? The sec- 
ond agent has done nothing but acci- 
dentally drop in at a time when he will 
likely ‘muddy the water’ for the first 
man, who if given a little more time 
would have filled the demand which he 
had created. 

“How many of us sell net cost, low 
rates, big dividends, special form poli- 


cies, and the like, rather than sell an 
insurance service based on our own in- 
tegrity and ability to serve? 


Institution Bigger Than 

Any Company or Policy 

“The institution of life insurance is 
bigger than any mere company or any 
special policy—dividend record, or com- 
petitive element. 

“If, by chance, we changed company 
representation tomorrow, would our 
clients be ours and could we continue 
to serve them as their insurance needs 
grew, or have we sold them on trick 
competitive methods and must we now 
be forced to compete with all these 
things again? My own belief, based on 

(CONTINUED ON PAGBD 11) 








a National Life 
Will Be More Aggressive 





issue in connection with 
the Bankers National Life “ead 
merger, those of Jersey City, N. J., Den- 
ver and Jacksonville, it was stated that 
the New Jersey company during the last 
two years had produced $250,000. Of 
course an intelligent reader knew that 
a mistake had been made. The Bankers 
National Life of New Jersey made an 
excellent record and had $25,000,000 
produced during the last. two years. 
President Ralph R. Lounsbury, who has 
been at the head of the three companies 
and will be the chief in the merged com- 
pany, is a man of wide experience in 
life insurance and business. With his 
merged company President Lounsbury 
expects greater momentum and will be- 
gin a vigorous campaign for business. 


In the last 


Penn Mutual’s Convention 


DENVER, COLO., Nov. 21. — The 
Penn Mutual Life will hold its 1930 
agency conveniton at Colorado Springs, 
Sept. 22-24. It is said this will be a 
wide departure from the usual custom 
of the Penn Mutual in holding its meet- 
ings in the east, this beiag the first time 
the company has ever gone so far west 
for the occasion, Frank H. Davis, gen- 
eral agent, who has been in charge of 
Rocky mountain territory sinces last 


March, will be in charge of local ar- 
rangements. 
H. B. Kendall Advanced 
H. Brookes Kendall, formerly in 


charge of the ordinary department at the 
home office of the Washington Fidelity 
National, has been promoted to super- 
visor and assigned to home office work 
in connection with the industrial de- 
partment. The work of the ordinary 
department is for the present being han- 
dled by Malcolm Caskey, assistant man- 
ager of that department. 
Crain With American Standard 

Paul Crain, formerly with the Union 
National Life in Florida, has succeeded 
F. B. Powell in the American Standard 
of Birmingham, as agency manager. Mr. 


Powell recently resigned to take charge 
of a New Meridian, Miss., company. 








Johnson Vice-President 


of Central Life of Chicago 


Wilbur M. Johnson, actuary of the 
Central Life of Chicago, has been elected 
vice-president and actuary. 

L. J. Lehene, who has been statis- 
tician for the Hardware Mutual Fire of 
Stevens Point, Wis., has become as- 
sistant actuary of the Central. 

Mr. Johnson is a graduate of Ohio 
Wesleyan. He did graduate work at 
the University of Michigan, University 
of Chicago and Harvard. He is a mem- 
ber of the Actuarial Society of America 
and the American Institute of Actuaries. 
He served as actuary and secretary of 
the Inter-Mountain Life and then be- 
came vice-president and actuary of the 
Royal Union Life. In 1927 he went to 
the Central Life as actuary. 


COHEN JOINS STEVENSON 
AS ASSISTANT MANAGER 


Nat L. Cohen has joined the John A. 
Stevenson New York ageacy of the Penn 
Mutual Life, to become assistant agency 
manager with Manager W. T. Colborn. 
Mr. Cohen is an able agency man, who 
started with the Fidelity Mutual Life 
in New York City and more recently 
has been supervisor in the Frank W. 
Adams agency of the Mutual Life in 
that city. Previous to his life insurance 
work he was in the advertising busi- 
ness and there had broad experieace in 
insurance merchandising and advertis- 
ing, so that his background is extensive. 


Northwestern Mutual Agents to Meet 


Agencies of the Northwestern Mutual 
Life in the New England, middle At- 
lantic and south Atlantic states will hold 
their annual convention Jan. 3-4 in New 
York City. 

W. Everett Rowley of the Gooding & 
Rowley general agency at Newark, N. J., 
is chairman of arrangements for the 
meeting. Its theme will be “Why Life 
Insurance?” 


New Travelers Director 


Horace H. Ensworth, head of an old 
hardware’ concern in Hartford, has 
been elected a director of the Travelers 
companies to fill the unexpired term of 
the late Louis F. Butler, president. 











| Buys Fire Company | 








Louis 


MASSEY WILSON, St. 


Massey Wilson, well known life insur- 
ance executive, chief owner of the Fed- 
eral Reserve Life of Kansas City, Kan., 
and Agricultural Life of Bay City, 
Mich., procured this week 45,000 of the 
80, 000 shares of the Fire Insurance 
Company of Chicago, purchasing the 
interest held by P. W. Chapman & Co., 
the investment house. 








Massey Wilson Controls 
Chicago Fire Company 


At a_ stockholders’ meeting of the 
Fire Insurance Company of Chicago 
this week, the deal whereby the Insur- 
ance Investment Company of St. Louis 
purchased 45,000 shares of stock owned 
by the investment house of P. W. Chap- 
man & Co. of Chicago was ratified. 
Darby A. Day, manager of the Union 
Central Life in Chicago, continues as 
president. O. F. Looker of Detroit, 
who is a son of the late President O. R, 
Looker of the Michigan Mutual Life, 
was elected secretary. Mr. Looker will 
be in charge of the Chicago office, 
which is located on the 23rd floor of 
the Bankers building. 

Massey Wilsoa of St. Louis, well 
known life insurance executive, was the 
main factor in bringing about the deal. 
Mr. Wilson is the chief owner of the 
Federal Reserve Life at Kansas City, 
Kan., and the Agricultural Life of Bay 
City, Mich. Some years ago he was 
president of the International Life of 
St. Louis, but sold out to other inter- 
ests. Mr. Wilson said followiag the 
meeting that the company would engage 
in the fire insurance business in a mod- 
est way, feeling itself along until busi- 
ness conditions become settled. 

The Fire Insurance Company of Chi- 
cago has its $2,000,000 capital paid up 
and $300,000 surplus paid ia. There are 
a number of outstanding payments to 
be collected. 

One of the directors is Hugh B. 
Kleck, Chicago manager of the North- 
western National Life. 


New State Vice-Presidents 


Three changes in the list of state vice- 
presidents of the American Life Con- 
vention have been made. In Illinois, 
James Fairlie, vice-president Abraham 
Lincoln Life of Springfield succeeds 
Henry Abels, vice-president Franklin 
Life. Kansas has named Robert S. Tier- 
nan, ‘president Central Life of Fort 
Scott, succeeding E. E. Salle, secretary 
Bank Savings Life of Topeka, while the 
North Carolina delegation has selected 
T. D. Dupuy, treasurer Pilot Life of 
Greensboro to replace L. L. McAlister, 
assistant treasurer. 





Kendall Heads 
Industrial Men 


Chicago Gets Presidency of Con. 
ference and Also Meeting for 
Next Year 


EARLIER DAYS RECALLED 


Twentieth Anniversary Session Held in 
Same Hotel Where Organization 
Was Launched 


NEW OFFICERS ELECTED 


President—George R. Kendall, Wash. 
ington Fidelity National, Chicago. 


Vice-President—A. B. Langley, Caro- 
lina Life, Columbia, 8. C. 
Secretary-Treasurer—George W. Mun- 


ford, Home Security Life, Durham, \V. C. 
Executive Committee—E. T. Burr, Dur- 
ham Life; J. W. Scherr, Inter-Ocean Cas- 
ualty, R. H. Dobbs, Industrial Life & 
Health; Charles E. Clarke, Peninsular 
Life; C. A. Craig, National Life & Acci-. 
dent; P. M. Estes, Life & Casualty; W. R. 
Lathrop, Southern Life & Health. 


At the annual meeting of the Indus- 
trial Insurers’ Conference in Mobile last 
week, George R. Kendall of the Wash- 
ington Fidelity National was 
president and a strong supporting staff 
selected, including two new members 
of the executive committee. It 
unanimously voted to hold the 1930 an- 
nual meeting in Chicago next Septem- 
ber. The new president was authorized 
to choose the most convenient dates. 
This will be the first regular session 
of the organization to be held that far 


elected 


was 


north, although meetings have been 
held in St. Louis and Cincinnati. 
The Mobile meeting was largely a 


initial launching of 
the organization, which took place in 
that city at the same hotel, the Caw- 
thorn, Sept. 28, 1910. The good fel- 
lowship idea that was advanced and so 
earnestly hoped for 20 years ago ap- 
peared to be in full flower this year. 
Orr Tells of Earlier Days 


C. P. Orr of the Southern Life & 
Health, Birmingham, Ala., one of the 
original founders and continuously ac- 
tive in conference work since 1910, 
ably described and discussed the dis- 
couraging conditions which existed in 
the industrial health and accident busi- 
ness from 17 to 20 years ago. He also 
showed by contrast how the leaven of 
the conference ethics had permeated far 
beyond the limits of Dixieland, so that 
the membership of the organization now 
includes substantial companies and their 
able officials located at widely scattered 
points in addition to those south of the 
old Mason and Dixon line. 


Craig Presides at Banquet 


More than 100 were present at the 
banquet. C. A. Craig, president of the 
National Life & Accident, was toast- 
master and acquitted himself handsome- 
ly. Mr. Craig reviewed the scenes in 
and around the Cawthorn on that Sep- 
tember day in 1910 when the confer- 
ence was formed. 

Oltther banquet speakers were Louis 
Phillips, P. M. Estes and Frank N. Ju- 
lian, The wianers of the various golf con- 
tests were announced as follows: Con- 
ference cup, for lowest net score, H. 
Gordon, Chicago, Health & Accident 
Underwriters’ Conference; runner-up 
cup, W. R. Lathrop, Birmingham; low 
gross score, Peyton Jones, Macon; Ray- 
mund Daniel cup, for largest gross score, 
O. T. Hogan, United Insurance Co. 
Chicago. 


celebration of the 








Man 


Pre 
Life « 
Firs 
son, ¢ 
Sec« 
Imper 
Hon 
Manut 
Exe 
Great 
Life; 
Mitche 
ropoli: 
tion I 
ean Li 


TO 
mervil 
of Ca 
Canad 
ciation 
mem). 
cludes 
The 
tee re] 
this y 
papers 
The w 
the ji i 
licity 
to pro 
surance 
fective 
1, | 
pioneey 
nomica 
scale | 
panies 
throug 
attitud 
policyh 
resistat 
oped. 
ment v 
tion of 
capable 
Stimul: 
ance sa 
efforts 
6. Crea 
on the 
insuran 
I 
The 
organiz 
Cates \ 
brought 
tion, |] 
ance p 
contrac} 
such p 
Cates o; 
yield 
attitude 
the vari 
4 restra 
of the « 
Ing the | 
very litt 
tions, 


Furth 
restrain 
Organiza 
to deve} 
IMprope: 
surance, 








Con- 
or 


LED 


eld in 
ion 


Wash. 
Caro- 


Mun- 
N.C 
. Dur- 
n Cas- 
ife & 
nsular 

Acci- 
W. R. 


[ndus- 
le last 
Wash- 
lected 
r staff 
mbers 

was 
30 an- 


orized 
dates. 
‘ ssion 
at far 

been 


ely a 
ng of 
ice in 
Caw- 
1 fel- 
nd so 
O ap- 
vear. 


ife & 
f the 
y ac- 
1910, 
» dis- 
ed in 
busi- 
> also 
en of 
-d far 
» that 
1 now 
their 
ttered 
»f the 


t the 
f the 
toast- 
some- 
es in 
Sep- 
ynfer- 


Louis 








November 22, 1929 





Canadian Life 
Officers Meet 


Manager Somerville of Mutual 
Life Elected President 
at Toronto 





ADVERTISING SUCCESSFUL 


Activities of Investment and Assess- 
ment Outfits Checked—40 Companies 
Included in Membership 


NEW OFFICERS ELECTED 


President—W. H. Somerville, Mutual 
Life of Canada. 
First Vice-President—H. R. Stephen- 


son, Crown Life. 


Second Vice-President—G. C. Moore, 
Imperial Life. 

Honorary Secretary—J. H. Lithgow, 
Manutacturers Life. 





Executive Committee—C, C. Ferguson, 
Great West Life; H. W. K. Hale, Sun 
Life; HR. A. Mannings, Royal; A. N., 
Mitchell, Canada Life; H. E. North, Met- 
ropolitan Life; V. R. Smith, Confedera- 


tien Life; C. W. Strathy, North Ameri- 
ean Life. 

TORONTO, Nov. 21.—W. H. So- 
merville, manager of the Mutual Life 


of Canada, was elected president of the 
Canadian Life Insurance Officers’ Asso- 
ciation at its annual meeting here. The 
membership of the association now in- 
cludes 40 companies. 

The institutional advertising commit- 
tee reported that advertising was placed 
this in 72 Canadian daily news- 
papers and the leading farm papers. 
The working committee considers that 
the joint factors of advertising and pub- 
licity is serving in a number of ways 
to promote directly the sale of life in- 
surance. These various channels of ef- 
fectiveness include: 

1. Elementary educational effort and 
pioneer work which could not be eco- 
nomically undertaken on an effective 
scale by individual life insurance com- 
panies Reduction of lapsations, 
through hie to maintain a proper 
attitude of mind on the part of existing 
policyholders Reduction of 
resistance in fields already highly devel- 
oped. 4. Enhancement of the invest- 
ment value of insurance in the estima- 
tion of existing policyholders who are 
capable of further development. 5. 
Stimulation of the efforts of life insur- 
ance salesmen, and coordination of their 
efforts along the most effective lines. 
6. Creation of a more receptive attitude 
on the part of ‘the public towards life 
insurance salesmen. 


year 


gales 


Investment Concerns Active 


The activities in Canada of a type of 
organization issuing investment certifi- 
cates with insurance provisions were 
brought to the attention of the associa- 
tion. In some cases holders of insur- 
ance policies, particularly endowment 
contracts, are being advised to abandon 
such policies and purchase these certifi- 
cates on the ground that the certificates 
yield a better return. However, the 
attitude of supervising departments in 
the various provinces has apparently had 
a restraining effect upon the operations 
of the organizations in question as dur- 


ing the latter months of the current year 
way little has been heard of their opera- 
ions, 


Curb Assessment Outfits 


Further progress thas been made in 
restraining the activities of assessment 
Organizations. Efforts are being made 


to develop public opinion against these 
improper methods in handling life in- 
While it is difficult to eradi- 


surance, 
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Some Excellent Points 
on Insurance Selling 








[ New Commissioner 











FRAZIER 


T. MeCALL 


T. McCall Frazier has now taken up 
his duties as commissioner of insurance 
and banking of Virginia, succeeding Col. 
Joseph Button, resigned. Commissioner 
Frazier has been very prominent in pol- 
itics in Virginia, but has had no previous 
insurance experience, 


Two Sen Men 
Are Being Mentioned 


Much interest is being taken as to the 
probable action of the executive com- 
mittee of the National Convention of 
Insurance Commissioners in electing a 
successor to Secretary Joseph Button of 
Virginia, who has resigned as commis- 
sioner. So far but two men have been 
mentioned in connection with the ofhce, 
Jess G. Read of Oklahoma, and A. S. 
Caldwell of Tennessee. The choice will 
likely fall to one of these. 





Club Loses Fine Quarters 


Chicago insurance men who are mem- 
bers of the Bankers Lounge Club regret 
its recent removal from 105 West Adams 
street, where it occupied three floors in 
magnificent settings. Darby A. Day, 
Chicago manager for the Union Central 
Life, resigned a few days ago as presi- 
dent of the Bankers club when it ex- 
perienced financial difficulties. The man- 
ager of the building which it occupied 
is reported to have submitted a $45,000 
bill for the luxurious alterations made 
especially for the club when it took its 
quarters. There were internal private 
stairways communicating between the 
three floors and the finest of decorations 
and equipment. 








cate, the old established organizations 
have been kept from extending their 
operations and obstacles are being placed 
in the way of new organizations. 

In the report of joint committee on 
the uniform licensing of agents A. N 
Mitchell stated that its study of the 
agency licensing system was being made 
in accordance with the basic principles 
as accepted by the insurance superin- 
tendents conference in 1928. A rough 
draft of a proposed bill is still under 
consideration. It provides among other 
things that the appointment of the 
agent should be a direct responsibility 
of the head office or of the chief office 
of the company in Canada. 

President Leighton McCarthy of the 
Canada Life presided at the luncheon. 
C. G. Taylor, Jr. of the Life Presideats 
Association, New York, conveyed the 
greetings of his association. 
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KANSAS CITY, Nov. 21.—One of 
the largest crowds in the history of the 
life underwriters association here at- 
tended the monthly meeting. About 175 
heard Fred A. Deichmann of the Kan- 


sas City agency of the Equitable Life 
of New York, recognized as one of the 
greatest personal producers here, and 
Vincent Coffin, educational director ot 
the Penn Mutual Life, talk. 

Mr. Deichmann divided life insurance 
selling into three new classifications: 
incentive, work, and follow through. Of 
these the first is the most important. 

Achivement for Happiness 
The life insurance man must have 


something in his life that will make the 
achievement of success the achievement 
of happiness. If a man cannot bring to 
his work an honest enthusiasm and 
optimism—if he is not happy at doing 
what he is, doing, he’d better get out 
of the business, Mr. Deichmann as- 
serted. 

“Insurance men 
getting into a rut,” 


have the 
he said. 


faculty of 
‘An agent 


came in early one afternoon, slumped 
into his seat and said, ‘Everything is 
bad—conditions, the weather, the stock 
market; money’s tight. The manager 
answered him: ‘Well, you've got a good 
company. It is the insurance man’s 
fault if he does not succeed—it’s not 


conditions or the weather.” 
“If a life inusrance man has the same 
incentive and does the same amount ol 








Canadian Investments 


Discussed by T. A. Dark 


“Recent occurrences in the security 
markets have made quite obvious the 
notable fact that this protection afforded 
by life policies is the safest kind of har- 
Lor in times of stress,” said T. A. Dark, 
general manager of the Excelsior Life, 
in his address as president of the Ca- 
nadian Life Insurance Officers’ Associa- 
tion at the organization’s Toronto 
meeting. During the past few weeks 
wide publicity has been given to in- 
stances indicating loss of individual for- 
tunes as the result of unlooked-for 
changes in the value of securities. Losses 
of this kind, with which everyo is so 
familiar, represent, measured in terms 
of currency, a gigantic sum. The finan- 
cial losses sustained by so many individ- 
vals who ventured their savings in un- 
stable securities will be insignificant 
when contrasted with the anxiety, dis- 
ruption of home plans, and hardship in- 


volved in rebuilding fortunes so sud- 
denly swept away. 
Reports on Assets 
“The year 1928,” he said, “witnessed 
an increase in total assets of the Ca- 
nadian life imsurance companies from 


$1,033,000,000 at the beginning of the 
year to $1,205,000,000 at the end of the 
year. This difference of $172,000,000 
represented an increase of over 16 per- 
cent during the one year. In comparing 
the various classes of assets at the be- 
ginning and end of the year, we find 
that the largest increases took place in 
four classes, namely, urban mortga~es, 
stocks, miscellaneous bonds (that is, all 
classes of bonds other than government, 
munic ipal and railroad), and policy loans. 

“Smaller increases, though still of con- 
siderable extent, took place in the 
classes of foreign government bonds, 
real estate holdings, and non- -ledger 
assets. Small increases took place in 
railroad bonds and farm mortgages. The 
remaining classes showed either no 
change in amount or showed a decrease 
in amount. Municipal bonds, Canadian 
government bonds and other British 
government bonds showed decreases in 





the amounts held.” 











work that a man in any other profession 
in ‘the modern world—his wilt 
be much greater,’ Mr. Deichmann as- 
serted. “Why? Because there is no limit 
to either the business possibilities or to 
the possibilities of doing good in the 
selling of life insurance.” 


success 


Stories Are Used 


Of course salesmanship is necessary. 
Mr. Deichmann cited the story of the 
man who kept coming around to see 
him once every month for a long while. 
Each time he dropped in he said the 
same thing: “Want any maps today?” 
Each time he was answered in the same 
way: “No.” Another man came in: “ 
see you have an old map up there that 
is out of date. I have one here that 
gives the railroads, highways, popula- 
tion of towns—all compiled from the 
latest records. I'll take that one down 
and put this one up for $5. The answer 
he gets is: “All right.” 


Get Rid of Worms 


There are three “worms” which the 
life underwriter should cure himself of, 
Vincent Coffin said. These are com- 
placency, dullness, and _ self-conscious- 
ness. In regard to the first Mr. Coffin 
pointed out that “it is becoming more 
and more important for the underwriter 
to equip himself to give the public in- 
formation- and important for 
him to be a high-powered salesman.” 


less less 


Insurance Federation to 


Hold Its Annual Meeting 


rhe Insurance Federation of America 
will hold its annual meeting at the 
Hotel Astor in New York City, Dec. 9. 
There will be a conference of the offi- 
cers, trustees and advisory committee 
in the morning and a general meeting 
of the federation in the afternoon. The 


banquet will be held in the evening and 
the principal speaker will be C. Petrus 
Peterson of Lincoln, Neb., general coun- 
sel of the Bankers Life of Nebraska, one 
of the celebrated lawyers in his section 
and a speaker of outstanding merit. He 
recently retired as chairman of the legal 
section of the American Life Conven- 
tion. 


Life Insurance 
Is the Stabilizer 


(CONTINUED FROM PAGE 3) 


insurance as fast as I could give it to 
him. He was 30 percent insurance 
minded as I sold him $100,000 and he 
is satisfied today that his estate is ahead 
of the game by $70,000 over the stock 
market. 

“The measure of grief between the 
loss of $100,000 and $102,000 is nothing. 
The difference will replace the $100,000 
loss as far as the estate is concerned, 
immediately—through life insurance — 
three men in this office alone placed 
over $1,000,000 last week on that idea. 

“If we are going to help stabilize this 
psychological thing that makes us pay 
far too much, or much too little, for 
securities, life insurance is going to con- 
tribute much toward that goal.” 


George F. B. Smith 


George F. B. Smith has been ap- 
pointed agency assistant at the home of- 
fice by the Connecticut Mutual. Since 
graduation from Amherst he has been 
connected with the Pittsburgh, Pa., of- 
fice of the Connecticut Mutual. 





Every wide-awake life insurance man 
should subscribe for his own personal 
copy of The National Underwriter. 
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Illinois Redon Suit 


Has Been Dismissed New Pr esident | Ir 





COMPANY NOW IN THE CLEAR 


Two Disgruntled Policyholders Endeav- 
ored to Block the Plan to Save 
Old Members 


The federal district court at Peoria 
dismissed last week the petition for a 
receivership of the Illinois Bankers Life 
Association of Monmouth, III, which is 
to be taken over by a legal reserve com- 
pany. The petition was filed by a 
coupled of disgruntled policyholders, 
who claimed that the change would de- 
prive the members of valuable rights. 
The court held that the petition was un- 
justified and dismissed it summarily. In 
every change of this kind there is 
always someone having an ulterior mo- 
tive who endeavors to make trouble. 
The meeting of policyholders was held 
Tuesday to vote on the change. The 
legal reserve company will give policy- 
holders full protection and insure their 
permanency. CORNELIUS J. SHEA 

Court Had No Jurisdiction 





Cornelius J. Shea, president of the 
State National Life of St. Louis, which 
has just been licensed, was former 
general agent of the Michigan Mutual 
Life and later agency director of 
Continental Life of St. Louis. Th 
State National Life has $100,000 capital 
and $150,000 surplus. President Shea 
personally placed 90 percent of the 
stock. It was sold on the statement 
that no dividends might be ae pe for 
five years. This attitude resulted in his 


Judge McHenry took the position 
that his court had no jurisdiction. A 
similar suit brought against the com- 
pany two years ago was also dropped. 
The attorneys for the Illinois Bankers 
argued that in the transformation the 
company was only following the same 
course as others organized under the 
assessment law had done. The Illinois 
Bankers Life Assurance Company, the 
legal reserve institution, was licensed 
last month with capital stock of $100,- 








> Members of the 1929 American Central Field 








Club will meet at beautiful Biloxi, on the Gulf 000 and surplus of $50,000. Under the —— L — a al pe a oe 
Coast of Mississippi, January 15, 16, and 17, 1930. contract of reinsurance the business of | f© Shtention of the company to nt it 

. “ : : Paige the assessment association will be rein- | ;°© Menton OF he con hi igs Pompe 
Reservations have been made at the palatial Edge- sured. It provides that members may | ‘ts.WTiting largely to its oe rh 
water Gulf Hotel (pictured above) and fieldmen are continue their present policies or they ot = am > ya elo nae gg phos: 
vying eagerly to qualify for membership and the may transfer to the legal reserve basis. | SN UIVS°S ' UNS ee 

ree : At Tuesday’s meeting the policyhold- 

attendant privileges of a wonderful excursion to ers of the Illinois Bankers Life voted Besket Viction Finds 
this nationally-known southern resort. overwhelmingly to reinsure in the legal 


reserve company. There were 25,238 Life Insurance Refuge 
ayes and 90 nays. 





Yet, even more pleasant than the prospective trip 
will be the realization of these men that they have 
gained prominent place among the American Cen- 


PROTEST onus MICHIGAN While in Seattle in the course of a 
‘age = inspection tour of Pacific Coast agencies 


LANSING, MICH., Nov. 21.—Offi- | Joseph C. Behan, second vice-president 


tral’s especial group of most capable and con- cials of the Michigan department are | of the Massachusetts Mutual Life, de 
scientious producers—that they are literally, “the seeking to poeren upon ee Illinois de- ong neg market ——— have a di- 
’ ” partment to disapprove the reinsurance | rect effect in increasing the business 0 
Company s foremost and finest. contract under which the Illinois Bank- life companies. 
ers Life, the new carrier, would take] | “When a man gets a financial lick 
over the association. A formal protest | in the stock market,” Mr. Behan s said 
CPEZICOWH against the procedure was filed with the | “he instinctively flees to life insuranc 
we Illinois department. The departments | for a refuge. Nothing is more natura 
of 19 other states in which the associa- | than that he should want the securit) 
Just one of the many reasons why American Central tion is licensed were urged by the Mich- guaranteed by a good policy.” ; 
. igan officials to join this state in seek- Mr. Behan was accompanied by Sam 
representatives are happy and successful. ing to bring about adverse action by | uel J. Johnson, secretary of the con- 
Illinois. pany. Both officers were honor guest: 


The Michigan officials, after carefully | at a luncheon given by Arthur H. Cha 
going over the contract, have concluded | liss, Seattle general agent. 
that its consummation would not prove — 
beneficial to the policyholders in any ; 
way while it probably would be of great | $110,000,000. Reinsurance of so large 2} 
benefit to the stockholders of the new | Organization by so small a compat 
company who are the officers of the | does not impress the Michigan officia’ 
association. Joseph Reault, actuary of | 45 a wise practice even if it were col 
the Michigan department, has carefully | ducted on a highly equitable basis. 1 
analyzed the project at the direction of reinsurance treaty, however, does 2 
Commissioner Livingston and his con- provide an equitable basis in the vit 
clusions form the basis for the depart- of the department and the whole pr 
ment protest. ject has been so handled that the ! 
bers of the association have no feas! 
means at their disposal to block its 

It is pointed out that the new com-| summation. Only by personal appear 
pany, with $100,000 capital and $50,000 | ance at the meeting of a majori ty ott 
surplus, is not strong enough financially policyholders could approval of the ¢ 
to qualify for admission to Michigan] tract be balked the department state 
under the new 1929 insurance code. Its 
provisions require that a life company 
shall have at least $200,000 capital and Indiana and Nebraska hav 
$300,000 if it writes 2 health and acci-| joined with Michigan in opposing ! 
dent business also. The association, on | proposed refasurance contract, accor 
the contrary, which has been operating | to messages received from the ot! — 
in this state for some years on an assess- | state departments today. It was ™ 
ment basis, and has some 4,000 members | cated that the protests to be fil we wit 
and $5,800,000 insurance in force here, | the Illinois department will take 
has total admitted assets of more than | ilar form to that already filed “i th i 
$7,000,000 and business in force totaling | Michigan department authorities. ee 
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: Business Is Good! 
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anil Mutual Has Plans 
for Self Governing Body 





FIELD ADVISORY COMMITTEE 





President Montgomery Announces 
Scheme of Merit Selection That Will 
Be Used in the Selection 


In order to “make the Acacia Mutual 
Life purely mutual in its relations with 
every man in the field, as well as purely 
mutual in its relations with its policy- 
holders,” President William Montgom- 
ery has placed before the field force his 
new plan for self-government. 

Three branch managers and two home 
office officials will make up a commit- 
tee known as the field advisory com- 
mittee. “The managers serving on the 
committee,” announces President Mont- 
gomery, “will ‘be self-elected, thus 
obviating any question of favoritism or 
“The branches will be divided 
into three groups; small, medium and 
large. The branch manager in each 
group who attains the highest standard 
of efficiency in his branch during the 
year will automatically serve on this 


polictics. 


UNDERWRITER 





THE NATIONAL 


November 22, 1929 

















committee for the ensuing year. In con- 
sidering efficiency, certain percentage 
ratings will be established for man- 
power, minimum ‘production and con- 
servation, and efficiency will be judged 
by these ratings. 

The field advisory committee will 
meet quarterly at such place as may be 
most convenient. Its job, specifically, is 
to analyze and study the work of the 
managers and agents, then to devise 
ways and means to increase the pro- 
duction and efficiency of every branoh 
and of the men in the field. It will make 
recommendations as to any matter 
which it is thought will better promote 
the progress and prosperity of the com- 
pany. The committee also is to stimulate 
suggestions from the men in the field 
for the betterment of the work. 





Approve Federal Dividend 


Dividend jpayments of more than $7, 
000,000 to veterans who ‘hold govern- 
nrent insurance policies have been ap- 
proved by Brig. Gen. Frank T. Hines, 
director of the United States veterans’ 


bureau, following a conference with 
President Hoover. This is approxi- 
mately $1,200,000 increase over divi- 


dends last year. General Hines draws 
the conclusion that the government in- 
surance is a “paying proposition.” 





Value of Money Affected 
by Needs When Available 





POLICY BENEFITS RANK HIGH 





Economist of Travelers Tells Pittsburgh 
Life Men Insurance Is Paid 
When Worth Most 





During the working period of a man’s 
life money earning is very likely to be 
of less value than later in life when 
direct earnings have ceased, members 
of the Pittsburgh Life Underwriters’ 
Association were told by Prof. William 
B. Bailey, economist of the Travelers. 
Speaking on “The Economic Background 
of Life Insurance,” Professor Bailey ex- 
plained that through the institution of 
life insurance the time utility of money 
became considerably enhanced. 

“The dollars that a life company will 
pay as benefits under a policy will prob- 
ably be far more valuable than the dol- 
lars which were paid to the company as 
premiums,” the speaker asserted. This, 
he explained, is due to the fact that life 
insurance increases the time utility of 
money, which is of greatest value at 
the time when individuals have com- 





36 SELECTED PROSPECTS EACH! 








holders. 


were: 
14.09 
63 
1.50 
1.62 

needs. 

58 

36.09 





October was “Service Month” for Franklin Policy- 


Direct mail contact with all policyholders brought 
over 12% replies to the Home Office within ten days after 
the first mailing. 

The best way to appreciate these replies—all of them 
from policyholders—is to imagine them classified and 
apportioned among the men in the field. 

Thus, for EACH active Franklin Fieldman there 


replies containing useful information. 
of a request for service regarding beneficiary. 
replies giving additional address information. 
requests for service regarding new insurance 


of a request for change in present insurance. 
new names and addresses—chosen by policy- 
holders. 
The above figures do not include independent per- 
sonal contacts made by fieldmen. 
With approximately $220,000,000.00 of insurance in 
force, and an agency organization covering nineteen 
states, the above returns over a period of only ten days 
are a good index of the SERVICE offered by The 
Franklin, not only to its policyholders, but to its fieldmen. 


THE FRANKLIN LIFE INSURANCE 


COMPANY 


Springfield, Illinois 




















paratively little of-it but many needs, 
Money is of the least value when 
people have enough to satisfy their im. 
mediate needs and a surplus for luxuries 
or investment, it was asserted. aife 
insurance premiums are usually paid oy 


of surplus, while the benefits are re. 
turned when other sources of income 
have dried up, it was explained, and 


when a family’s need of food, shelter and 
clothing and other necessities of life are 
a3 acute as ever. 

What Causes Value 


Everything that exists in the world 
for which people are willing to pay 
money has value because of either the 
form, place or time utility that the com- 
modity or service rendered has to offer, 
according to the speaker. 

The coal that is mined in Pennsy)l- 
vania, it was asserted, is given place util- 
ity when it is shipped to other parts of 
the country for consumption.  W hile 
still buried under ground, coal is of no 
value to mankind, but when it is mined, 


fuel immediately takes on the charac- 
teristics of form utility, the speaker 
added. “We cut ice in the winter and 


sell it in the summer, and the concern 
that does this is adding to the value of 
ice the utility of time, and deserves 
money for so doing,” Professor Bailey 
pointed out further in explaining the 
ways in which time wtility is created. 
“Persons who are engaged in the mer- 
cantile business follow the practice of 
storing up goods so that customers may 
have a sufficient stock to choose from 
in the right season, and here again, 
the value of time utility is of signifi- 
cance.” 

In carrying along still further the ex- 
planation of the creation of time util- 
ity, the speaker took as an illustration 
a man whose annual earnings amounted 
to $5,000. “Of this amount,” he said, 
“$3,000 may be required for the neces- 
sities of life, and this sum is worth 32 
for every dollar that is spent on such 
essentials of life. Another thousand dol- 
lars may be spent on comforts, in which 
case a dollar is worth a dollar. The 
remaining thousand may go for luxuries, 
but the dollars so spent are worth not 
more than 50 cents on the dollar. lf 
some one could take these 50-cent dol- 
lars, put them away and save them, 
hand them back to the family when they 
would be worth $2 for every dollar, the 
time utility of money would be created 
and a great service would be rendered 
to society.” Such a procedure, it was 
explained, is followed by the institution 
of life insurance. 

Other subjects touched on by Profes- 
sor Bailey included the distinction be- 
tween insurance and gambling, the im- 
portant part that insurance plays in 
creating and stabilizing prosperity, and 
life insurance as a means of consoli- 
dating stock market profits. 


Preferred Risks to 
Be Recognized by All 








James A. Fulton, president of the 
Home Life of New York, speaking be- 
fore the New Jersey trust conference at 
Newark last week, predicted that the 
future will see the general adoption of 
the idea of passing on to policyhold- 
ers savings ia underwriting as to classes 
of risks and also as to savings in oper- 
ating expenses as to units of sale. 

After the sub-standard class, which 
enabled men who did not qualify as 
an average risk to get insurance, was 
created several years ago, the preferred 


risk class became apparent. This new 
class consisted of those who bought 
policies in amounts of not less than 
$5,000 and were employed in occupa- 


tions in which mortality experience is 
most favorable. President Fulton said 
the Home and other companies have 
recognized this saving in mortality 
overhead, as it costs no more to write 
a large policy than it does a small one. 
and that he feels confident that 


principle of preferred risks will be 
versally recognized in the future. 
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Frederick White Highly 
Honored for Great Record 

HEADS MINNEAPOLIS AGENCY 

Northwestern National Life Officials 
Pay Homage to a Big Man of 


the Field Force 


The Northwestern National Life of 
Minneapolis honored Frederick White, 


founder and head of White & Odell 

agency, the company’s state agency for 

Minnesota for 22 years, on his 60th 

birthday anniversary at a dinner. Of- 

ficers of the company and of the agency 
guests. 


wert 
Speakers brought out the fact that Mr. 


White entered the life insurance busi- 
ness in 1894 and was induced in 1908 
to head the new state agency of the 


Northwestern National Life by E. W. 
Decker, president of the Northwestern 
National Bank, who was then, as he is 
now, a director and member of the ex- 
ecutive and finance committees. 

Figures presented by President O. J. 
Arnold of the Northwestern National 
Life disclosed that White & Odell now 
have $87,925,410 of insurance in force, 
insuring 44,479 Minnesota persons. In 
Minneapolis alone there are 18,008 poli- 
cies for a total of $46,067,584. As proof 
that the agency's business is remarkably 
persistent, Mr. Arnold said that of the 
$23,000,000 of business written between 
1908 and the end of 1917, 37 percent 
was still in force Sept. 30, 1929. Con- 
sidering the number of policies written 
during this period that have matured as 
endowments and death claims, this is an 
excellent record. 

Of $51,902,000, the agency’s total of 
paid-for business produced since 1923, 
74 percent is still in force. Of the 1927 
business 81 percent is still in force and 
85 percent of the 1928 total. These per- 
sistency figures are as of Sept. 30 and 
are all based on business exclusive of 
group). 

Of the 13 new life companies which 
were founded in the same year as the 
White & Odell agency, only one today 
has more insurance in force than the 
agency, Agency Director W. F. Grant- 
ges said. Only 60 companies out of 
the 332 organized in the United States 
before the White & Odell agency was 
founded are as large or larger than that 
agency today, Mr. Grantges said. 
_Other speakers were Dr. H. W. Cook, 
vice-president and medical director, and 
Mel R. Nyman, general manager of the 
White & Odell agency. In his response, 


Mr. White said that the faith shown 
by the early representatives of the 
White & Odell agency was the factor 


which “put over” the company in its 
home city. “There were many big prob- 
lems to overcome and the fruits of the 
early work are now being enjoyed,” Mr. 
White said. 


Fisk Is Advertising Head 


Arthur A. Fisk, manager of publica- 
tions at the head office of the Pruden- 
tial, has been made manager of the ad- 


vertising department. The section of 
the partment of publications has had 
char of the company’s magazine and 
newspaper advertising and is now de- 
tached and designated the advertising 
dey utment. Frank J. Price, Jr., who 
nas had charge of publicity and the 


Preparation of advertising copy, is made 


associate manager. The department of 
pu itions continues under the direc- 
ti t Ernest W. Porter as editor. 


Issues First Juvenile Policies 

first juvenile policy issued by the 
At c Life was a policy for $1,000 on 
he 20-payment plan, covering John G. 
Wi Jr., son of one of the Atlantic’s 
agents at Raleigh, N. C. Mr. Webb 
fille’ out the application soon after the 
iny announced recently its pur- 








pose to issue juvenile contracts. An- 
other policy of this type, issued close on 
the heels of the first, covers Douglas 
Wallace Swink, 7-year-old son of Angus 
O. Swink, the Atlantic’s president. 


Canadian Merger Ratified 


The purchase of the Commonwealth 
Life & Accident of Toronto by the Em- 
pire Life, has been ratified by the On- 
tario department. With the completion 
of this merger, the Empire Life has 
$21,000,000 of business in force and as- 
sets of $2,000,000. 


LIFE INSURANCE 





Central States Passes 
Hundred Million Mark 








The Central State Life of St. Louis 
has joined the ranks of companies with 
more than $100,000,000 of paid-for life 
insurance in force. 

On the theory that the first $100,000,- 
600 is always the hardest for a life in- 
surance company the Central States 
Life has now set its mark at $200,000,- 
000. It has been in business for 18 
years. 


Birthday and Change-of-Age 
bound in durable, flexible binding. 
$1.50. Order from The National 
writer. 
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Comment on Sun Life Investments 
There is no more inviting and impor- , annum or $500,000 a year, Our com- 
tant subject at present than that relating | pany will not buy over 10 percent ot 
to investments for life companies. Men | the stock of any concern and will not 
go on the directorate, Of course you 


are discussing every phase of the sub- 
ject along constructive lines. Neil D. 
Sills of Richmond, Va., manager of the 
Sun Life of Canada, one of the out- 
standing men in the business, who has 
been prominent in the National Asso- 
ciation of Life Underwriters, makes the 
following comment in a letter to THE 
NATIONAL UNDERWRITER: 

“I am sure your paper wants to be 
absolutely fair to all companies. I was 
wondering if you knew that even at the 


lowest point that the market reached, 
the Sun Life’s common stocks still 
showed a margin of $150,000,000 en- 
hancement over our book value, which 
book value was considerably higher 
than our purchase price, so that the 
stocks we hold could have gone down 
an extra $150,000,000 without in any 


way affecting our surplus. 
Requirements of Canadian Law 
“Under the Canadian law we cannot 
buy common stocks that have not paid 
a dividend for the last seven consecu- 
tive years of at least 4 percent per 








that the insurance commissioner 
of New York and some of the presi- 
dents of the largest life companies are 
unanimously in favor of purchasing com 
mon stocks at the low value, which 
market price was over $150,000,000 
higher than the Sun Life had 
its stocks at. 

“The market will always fluctuate, 
but the company that buys outright 
has nothing to worry about because the 
intrinsic value is what really counts. 
I think the Sun Life has proven that it 
is possible to know the intrinsic values 
before buying. When a man or com- 
pany has ready cash to invest, then a 
drop in price is mainly an opportunity 
to make more money. This recent drop 
has been a decided advantage to the 
Sun Life. 

“Bonds fluctuate some, but unfortu- 
nately the increase is not always suffi- 
cient to take care of the decrease. It 
seems evident that decided evolution has 
been going on in the investment world 
just as in the transportation world.” 
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A HOLIDAY SPECIAL 


Our Salesmen are meeting with splendid success in 
the sale of our Juvenile policies, particularly at this 
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Royal Union Life Building 


Cor. Seventh and Grand Ave., ” 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


season of the year. 


But sold as a means of 
creating educational 
funds, our Juvenile 
policies have a winning 
appeal not only through 
the Holidays but all 
the year around. 


You have coverage of 
a 100% prospect field 


Children’s policies to 
your regular line. 





you add the 
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wspaper for 
en | 
SS=INYNL Fieldmen _ 
frontier comme | Y tetamen 
IKE any live wire community, the North- | 
western National Life agency organization 
‘has its own weekly newspaper to keep its mem- 
bers informed about each other and their Com- | 
pany. First of alla newspaper, edited in journal- 
istic style to inform—to inspire through facts— 5 
there is no doubt whatever that the Northwestern 
National News has a high “‘reader interest.” 
When an agent registers a creditable perform- 
: ance and possibly ‘‘makes the front page,’’ he ¢ 
= knows that the story of his feat will be read— } 
<%= and promptly—by the field forces throughout 
the thirty-one states in which the Company > 
operates. Weekly statistics tell him at a glance | 
eed just where he stands, enabling him to correct a § 
s cleficiency before it proves serious. And never 
4 a week goes by without adding a valuable selling 
help to his kit or a proved argument to his sales 
fe talk. 
The Northwestern National News makes for 


/ a close knit field force composed of well inform- 
ed men and women who know their business. 

































Some other helps which this Company fur- 
nishes its agents are a Mail Advertising Ser- 
vice; Northwestern Fireside, a quarterly mag- 
azine for policyholders; an extensive line of 
Goodwill Builders (gifts at cost for prospects 
and policyholders); a new Baby Health Ser- 
vice; and a complete supply of sales literature. 
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Policies Left in Trust 
Held Exempt From Tax 


RULING MADE IN NEW YORK 


Change of Beneficiary to Trustee Not 
a Transfer Made “in Contemplation 
of Death” 


NEW YORK, Nov. 21.—Life men 
who use the trustee form of settlement 
are interested in the decision of Surro- 
gate George A. Wingate, in the attempt 
of the state tax commission to tax the 
insurance policies in a trust left by 
Adolph Haedrich. «Surrogate Wingate 
held that the life insurance policies in 
the trust were exempt from the transfer 
tax or inheritance tax. 

Haedrich transferred to the Brooklyn 
Trust Company certain insurance poli- 
cies by change of beneficiary and after- 
wards made the trust company benefi- 
ciary under other policies, either new 
policies or by change of beneficiary, the 
whole amount of insurance in force at 
his death being $74,500. Included in the 
trust were certain securities the income 
of which was to be used to pay pre- 
miums. The beneficiaries of the trust 
were the assured’s wife and daughters. 
Haedrich as trustor reserved the right 
to change the terms of the trust or even 
to revoke it, and in fact did make some 
changes. 

Entitled to Exemption 

The state tax commission claimed 
that the transfer of the policies to the 
trust company was a transfer made “in 
contemplation of death” and that hence 
the proceeds were taxable under section 
220 of the tax law. 

The surrogate held that the widow 
and children were the equitable benefi- 
ciaries of the policies and that the law 
would not regard the conduit through 
which the proceeds reached them. He 
declared there would have to be a strong 
showing of the intention of the legisla- 
ture, as evinced in the tax law, to abro- 
gate the exemption granted to the pro- 
ceeds of life insurance policies. Exam- 
ining the language of the tax law in 
its applicaton to the transaction, he held 
that the transfer of a life insurance 
policy by change of beneficiary is not a 
transfer “made in contemplation of 
death” within the meaning of the law, 
and ruled that the insurance proceeds 
were not subject to the transfer tax. 


Heitzeberg is Treasurer 


Miles W. Heitzeberg, fourth vice- 
president of the Missouri State Life at 
St. Louis, has been elected vice-presi- 
dent and treasurer of the Inter Southern 
Life of Louisville, which had not had a 
treasurer since W. B. Stanfield resigned 
about two months ago, for the purpose 
of forming the new Daniel Boone Life. 


Raub with Lafayette Life 


Edward B. Raub, Jr., has been ap- 
pointed investment manager of the La- 
fayette Life at its home office. He is a 
graduate of Wabash College and Har- 
vard Law School. He has been prac- 
tising law in Indianapolis. His father, 
Edward B. Raub, is vice-president and 
general counsel of the Indianapolis Life. 


Equitable of Iowa Has Good Month 


The third successive gain month was 
recorded in October by the field force 
of the Equitable Life of Iowa, with an 
increase of $315,797 over October, 1928. 
The paid-for production for the month 
was $7,830,358. Iowa led in wroduction 
by states with $1,240,650. Other lead- 
ing states were: Ohio, $1,199,266; Penn- 
sylvania, $1,067,396; Illinois, $930,020, 
and Missouri, $632,170. 


“Agents’ Earnings”’—a study of the 
relative earnings of soliciting agents and 
general agents, by M. A. Linton. Price, 
$2.50. Order from The National Under- 
writer. 








Market Will Not 
Hurt Prosperity 
Says F. H. Ecker 


American prosperity is fundamentally 
sound and the recent stock market col. 
lapse does not signify a serious or a 
permanent setback to the nation’s busi- 
wess, Frederick H, Ecker, president of 
the Metropolitan Life, declared in 
Grand Rapids last week when he paid 
a brief visit to confer with Metropolitan 
representatives in western Michigan ter. 
ritory. 

Mr. Ecker said that the underlying 
employment market and management 
conditions of business and industry are 
not affected by the fluctuating prices of 
securities and they will not, therefore, be 
seriously impaired by the recent Wall 
Street debacle. Some of the luxury 
lines, he admitted, will doubtless be 
forced to some retrenchment for a 
time. 

Mr. Ecker indicated his emphatic dis- 
approval of the proposal that life com. 
panies invest their reserves in the com- 
mon stocks of leading industries. The 
current situation will eventually confirm 
his firm beliefs in this regard, he main- 
tained. 

The Metropolitan executive comment- 
ed on the enormous expansion of life 
insurance within recent years and he 
could see no reason why the recent ex- 
plosion of “paper values” in the stock 
market would not spur the tendency to 
make stable investments in life insur- 
ance. The “second 100 billion” of life 
insurance, he predicted, will be attained 
before 1940. 

Mr. Ecker met the Illinois agents in 
Chicago the first part of this week and 
then went to Milwaukee. Friday, he 
will be in Minneapolis. 

Mr. Ecker is accompanied on his tour 
by Le Roy A, Lincoln, first vice-presi- 
dent; Francis O. Ayres, and Ernest H. 
Wilkes, second vice-presidents; and 
James A. Smithies, superintendent of 
agencies. 





Holds Tulsa Sales School 


A life insurance sales school for 
agents of the Frates Company, general 
agent at Tulsa, Okla., for the Reliance 
Life of Pittsburgh, occupied several 
days last week. W. L. Baldwin, i 
spector of agencies from the ‘home ol- 
fice, was in charge of the classes. He 
was assisted by R. J. Bullard of Okla 
homa ‘City, supervisor of the Oklahoma 
department. 


Moulton Made Treasurer 


Clarence E, Moulton, actuary of the 
National Life of Vermont, has been 
elected treasurer to succeed Pau! Dill- 
ingham, resigned. Henry H. Jackson, 
associate actuary, becomes actuary. 
Mr. Moulton is a Dartmouth graduate 
and has been with the National Lite 
since 1891. He served as_ assistant 
treasurer from 1897 to 1902. Mr. Jack 
son is a graduate of Yale. 


Prepare for Silver Jubilee 


J. F. Barr, superintendent of aget 
cies of the Kansas City Life, and U: 
Sam Cummings, state agent in Texas, 
are making a trip to Florida to com 
plete final arrangements for the com 
pany’s silver jubilee celebration in honor 
of J. B. Reynolds’ 25th year as_ pres 
dent. The celebration will be at Holly 
wood, Fla., next January. 


Group Insurance Premiums 
Ohio has 


The attorney general of : 
boards 


given an opinjon to the effect that 
of education in that state are not 
thorized to pay from school funds p 
of the premium on group life insurance 











for the protection of teachers. 
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LAUNCH AMERICAN MEDICAL 


Spokane Company Issued First Policy 
Nov. 15—Commissioner Fishback 
Grants Certificate of Authority 





SPOKANE, WASH., Nov. 21.—The 
American Medical Life is now actively 
Jaunched into the insurance field, hav- 
ing been gr ranted a certificate of author- 
ity by Commissioner H. O. Fishback. 
The first policy, which is known as 
a share holder’s life extension policy was 
jssued Nov. 15. 

The home office will be located in the 
Paulsen Medical & Dental building. Dr. 
Charles R. Mowery is chairman of the 
board, Dr. S. E. Lambert is medical 
director and George Harding, secretary- 
treasurer. Mr. Harding was the first 
secretary and general manager of West- 


en Union Life and organized and 
financed the New World Life. 
More than 350 doctors constitute the 


medical staff, scattered over Washing- 
ton, Idaho, Oregon and Montana, and 
jn addition some 625 representative doc- 
tors, bankers and business men have 
formed a holding company known as 
American Medical Life Associates. The 
company will also maintain a Seattle 
office. 

D. S. Hull will be chief underwriter. 
He was formerly with the Gulf Life of 
Jacksonville, Fla. Cannon McKevitt & 
Fraser will act as general counsel and 
Francis F. McGinnis, formerly president 
of the Agricultural Life of Bay City, 
Mich., will direct the agencies. 


Prairie States Launched 


The Prairie States Life has been or- 
ganized in Bloomington, Ill, with a 
capital stock of $100,000 divided into 
4,000 shares of $25 par value. President 
L. H. Martin, Vice-President R. H. 
Dunn, Secretary T. H. Keys and five 
of the other directors of the Great States 
Life of Bloomington are directors and 
organizers of the new Prairie States. C. 
. Irvin of Bloomington, Dr. F. C. 
McCormick of Normal, Elias W. Rolley 


Creative Sidi a 
Not Meet Competition 


(CONTINUED FROM PAGE 4) 
my own experience, leads me to believe 
that if you have sold yourself and life 
maaan, you will continue to service 
our clients’ needs through the services 
of any company you represent. The very 
fact that you have chosen to represent 
the company in question is sufficient 

stamp of approval for your client. 


Underwriter of Tomorrow 
ust Be Social Engineer 


“Please do not misunderstand me, for 
I am a strong advocate of a man repre- 
senting one good company and building 
Jointly with his company. In this way 
he builds for himself a reputation for 
soli idarity and the very fact that he has 
represented 
years or longer, is an endorsement of 
his business methods. 

“The life underwriter of tomorrow 
Must be a social engineer. He must 
study the needs of his subjects and must 
Prescribe for them in terms of what in- 
ae will do for them in solving their 

siness, financial and social problems. 


at keep in touch with his policy- 
hol 


1 


ers in order that he may help them 
Cope with changing conditions. At least 
One call per 
ci ar ee should be made on 
he Poucyholder without reference to 
a msurance. If new needs arise on 
better m of this call—so much the 

er—but Aa: all means get across to 
your m 


's yholders the feeling that you 
th o> ted in them beyond the 

“let of new commissions, 
’¢ mind of your prospect you are 


Boman Het! oe 


some good company for 10! 





| period last year. 
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FitzHenry of Nor- 
Normal and Ned 


Louis 
Evans of 


of Normal, 
mal, E. M. 


E. Dolan of Bloomington are also or- 
ganizers. 
Mutual Trust Life 
The Mutual Trust Life of Chicago 


produced $5,025,594 in written business 
in October—the biggest month in its 
history. The last monthly mark of note 
was made in 1928, when $4,000,000 was 
written. 

The Mutual Trust has shown a gain 
every month and shows an average gain 
of 34 percent ahead of the correspond- 
ing month for the same period last year. 


Washington Fidelity National 


The stockholders of the Washington 
Fidelity National of Chicago have au- 
thorized an increase in capital stock 
from $300,000 to $600,000. The capital 
and surplus in the next annual statement 
will show an excess of $1,000,000. The 
last statement showed assets $1,474,497, 
capital $300,000 and net surplus $609,- 
511. 





Connecticut General 

Connecticut General Life stockhold- 
ers have approved the reduction of stock 
par from $100 to $10 and the capital 
increase from $2,000,000 to $3,000,000. 
Stockholders may buy at $10 a share 
on the ratio of one new for each two of 
the old held. 


Lincoln National 


The gain in paid business of the Lin- 
coln National Life for October over Oc- 
tober, 1928, was $6,410,920. The gain in 
paid for business for the year to date is 
$43,200,400 more than for the same 
The insurance in force 
Oct. 31, was $741,258,739, on a 
total number of policies of 264,623. 


as of 


The Acacia Mutual Life of Washington, 
C., has just been licensed in Montana. 





wide-awake life insurance man 
subscribe for his own personal 
The National Underwriter. 


Every 
should 
copy of 


what you can make yourself. You are 
a pest or a welcome caller. You are a 
life insurance peddler or you are an in- 
adviser. It is you and you 
alone who can mold this opinion of you. 


Salesman of Tomorrow 
Must Be Educated 


“Times and conditions are constantly 
changing. Life insurance will no longer 
be sold along the lines of the old ‘hit 
and miss’ method. The life insurance 
salesman of tomorrow must be educated. 
I don’t mean a college graduate, but he 
must know life insurance—he must post 
himself on the uses of life insurance as 
applied to business, economic, social 
and human needs. He must have these 
things so clearly fixed in his mind that 
he can readily transmit them to the 
mind of his client. We must sell ideas, 
and to sell ideas we must paint mental 
pictures. Any photographer will tell 
you that a good picture cannot be re- 
produced from a blurred and hazy neg- 
ative. Therefore, unless you have in 
your own mind a clear vision of what 
you want to convey to the mind of your 
prospect, you cannot hope to produce 
an effective picture. 

“Thanks to the high plane upon which 
American business is conducted, we 
have discarded our old expression of 
‘Caveat Emptor,’ ‘let the buyer be- 
ware,’ until few people of today have 
ever heard it. 

“No longer must the purchaser be- 
ware but there might be properly sub- 
stituted today a new expression which 
should serve as a warning to every man 
engaged in our business: ‘Let the sales- 
man beware,’ lest he fail in his duty 
to the public.” 
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New York Life 


Directors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 


LAWRENCE F. ABBOTT.....Director Valentine & Co. 


JOHN E. ANDRUS ..........--.++++++++-Manufacturer 
NATHANIEL F. AYER......... eccscccccccecce SUMED 
CORNELIUS N. BLISS......... Commission Dry Goods 


MORTIMER N. BUCKNER { C*itnan of Boa 


THOMAS A. BUCKNER...........- .... Vice-President 


NICHOLAS MURRAY BUTLER { Pres’t Columbia Uni 


CALVIN COOLIDGE } Former on ~~ - the United 


GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 
WALTER W. HEAD......Pres’t State Bank of Chicago 
CHARLES D. HILLES..... ~seeeese-Ansurance Manager 
ALBA B. JOHNSON..........Retired, Philadelphia, Pa. 


PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co. 


WILLARD V. KING ‘eee AG teary Saeed, Seng 


DARWIN P. KINGSLEY.............. paeakes President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
JOHN G. MILBURN............-0+eeeeeeeee++ Lawyer 
GERRISH H. MILLIKEN......Deering, Milliken & Co. 
FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL ‘eerts HL, Revel Co., Pub- 


Chairman of — Executive 

GEORGE M. REYNOLDS }nois Bank _ —y od 
Chicago 

HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 

JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


mnaey warts..... | Mew See SS Oy Cam 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. . . . President 
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Day of Great Opportunity 


Tus is the great day of opportunity for 
life insurance men in the field if they will 
grasp it, view the future with courage and 
realize that not in the last few years has 
there been so fertile a field for the sale of 
life insurance. The gyrations of the stock 
market, the fact that millions were in- 
volved in it and the crushing nature of 
the losses will all serve to emphasize the 
permanency and substantial na- 
ture of life insurance. Any agent can 
take the annual statement of his company, 
showing the character of its investments, 
and be able to convince a prospect that 
there fluctuations or hysteria in 
life insurance. It is worth 100 cents on 
the dollar every day in the year and every 


solidity, 


are no 


year in the century. 

For the last few years the life insur- 
ance man has had to combat the stock 
market frenzy. People had an exagger- 
ated idea of the permanency of common 
stock investments. Conservative invest- 
ment people might sound a warning but 
stocks mounted upward. Then people be- 
gan to have a fallacious idea of the finan- 
cial structure of the country. Stocks were 
bought at prices that yielded an infinitesi- 
mal amount. 

After all the great and severe lessons 
of the last few weeks can be put to good 


account by the energetic, resourceful life 
insurance agent. He can hold up life in- 
surance as the secure anchor in a tremen- 
dously violent financial storm. During all 
these days of turmoil and frenzy life in- 
surance has not gone up or down. It stays 
always at par value. Its worth is always 
the same. It is built on rock that cannot 
be moved. Regardless of business condi- 
tions people will turn now to life insur- 
ance as their great bulwark. 

There is this thought that the life in- 
surance man can use to advantage, espe- 
cially with men who have been important 
figures in the market. Their ideas have 
enlarged. They have been buying in units 
of $25,000, of $50,000, $100,000 and up- 
ward. They have made money and then 
used the profit to endeavor to make more. 
However, they have thought in larger 
units than they had in the past. In days 
gone by the $10,000 policy might have 
seemed to be quite an amount. Today a 
$50,000 or $100,000 policy will be the one 
to appeal to these men who have been 
buying stocks of various kinds in larger 
units. 

There is no need for a life insurance 
man to be dismayed or discouraged at the 
present time. It is his golden opportunity 
if he will seize it. 


Vanishing of a Great Fortune 


insurance men have used to most 
OGDEN 


LIFE 
excellent account the 
ArMour’s estate and its vanishing. At one 
time this estate was valued at $200,000,000. 
In fact during the war time Armour & Co. 
had a business amounting to $1,000,000,- 
000 a year in government meat contracts. 
In Chicago and the west the Armour busi- 
ness was one of the outstanding enter- 
prises of the country and the Armour for- 
tune was enormous. 

In vast fortunes of this character people 
rather laughed at life insurance as 
Yet the out- 


story of J. 


have 
being necessary as a ballast. 


come of the great Armour business and 
fortune certainly shows the desirability of 
having some sheet anchor to the wind- 
ward, 

The tangled Armour estate has just been 
closed in the probate court at Chicago 
showing an insolvency of $1,805,000. The 
Armour fortune seemed impregnable. Life 
insurance at one time would have seemed 
as an unnecessary factor in so great an 


estate. Yet if the beneficiaries had life 
insurance in an amount sufficient to 
protect their interests at this time it 


would be most welcome. 


Effect of Bigger Men 


Tue Bustness MEN’s ASSURANCE of 
Kansas City has a _ slogan, “Bigger 
Business Because of Bigger Men.” All 
life insurance companies these days are 
endeavoring to develop men of greater 
understanding and larger capacity. They 
realize the fact that when men of bril- 
liant minds, those who are ambitious, 





who are masters of their calling and who 
are never content to stay in the same 
groove become identified with an insti- 
tution it will bring to it prestige and 
power. The bigger the men with an 
organization the greater the organiza- 
tion will be and it will in turn help 
develop other big men. 





PERSONAL SIDE OF BUSINESS ! | 











William Brosmith, vice-president and 
general counsel of the Travelers, cele- 
brated his 75th birthday Nov. 8. He 
received many messages of congratula- 
tions from associates in the home office 
of the Travelers and out of the state. 
Mr. Brosmith has been connected with 
the Travelers for 35 years. He joined 
the company 1895 as an attorney. In 
1901 he was elected general counsel, 
when his predecessor in that office, Syl- 
vester C. Dunham, later elected presi- 
dent, was made vice-president. Mr. 
Brosmith was elected vice-president and 
general counsel in 1922. He has been a 
member of the bar for 54 years and for 
the last 50 years he has devoted his time 
to insurance law. 

In his official capacity as vice-presi- 
dent and general counsel, Mr. Brosmith 
has long been the representative of the 
Travelers in many insurance organiza- 
tions. He has been president of the 
Association of Life Insurance Counsel, 
president of the International Associa- 
tion of Accident Underwriters and man- 
ager of the bureau of publicity, in the 
casualty field. He has served on the 
executive or governing committee of 
these and various other insurance organ- 
izations whose activities have been coun- 
try-wide. He is regarded as the dean of 
insurance counsel of the United States, 
both in life and casualty lines, having 
served as chairman of the insurance 
committee of the American Bar Asso- 
ciation. 

A large group of executives of the De- 
troit Life and of the Detroit city agency 
of the company honored Willard E. 
King, retiring vice-president and head 
of the agency, who recently resigned, at 
a farewell banquet with Jerome C. .Saltz- 
stein, executive vice-president, acting as 
master of ceremonies. A desk clock was 
presented to Mr. King as a token of 
respect and esteem. Mr. King’s succes- 
sor as head of the Detroit city agency 
will be announced Dec. 1. The retiring 
executive plans an extensive trip to 
Europe before again entering life insur- 
ance work. 

Ethelbert Ide Lowe, chairman of the 
Home Life, New York, has returned to 
the home office from a fishing and hunt- 
ing trip in the vicinity of Jackson, Miss., 
passing through Chicago on his way 
east. Mr. Lowe is an inveterate sports- 
man and is planning a tarpon fishing trip 
off the coast of Florida later in the sea- 
son with several intimate friends. 

James A. Fulton, president of the 
Home Life of New York, who has been 
seriously ill for two weeks with toxic 
poisoning, is able to sit up in bed at his 
home and is expected to be up and about 
in a few days. 

Mrs. Lee F. Beymer of St. Louis, 
western manager of the “Weekly Under- 
writer” and former assistant secretary 
of the American Life Convention, is re- 
ceiving the profound sympathy of her 
friends due to the death of her only child, 
Clark C. Beymer, who was killed in an 
airplane crash in Riverside, Cal., Thurs- 
day. Mr. Beymer was a graduate of the 
University of Nebraska and after his 
college course was located in Akron, 
O. Later his company shifted him to 
Los Angeles. 

Mr. Beymer later became a flyer at 
the March field army training school at 
Riverside. He was up in his plane and 
was circling the field when it took a 
nose dive, crashing down 2,000 feet. Mrs. 
Beymer was in Kansas City when the 
news of the tragic death of her son 
reached her. She immediately left for 
Venice, Cal., where her sister resides 
and where the funeral took place. 


Col. Fred W. Fleming, former vice- 
president of the Kansas City Life, who 
was president of the Central Surety and 








chairman of the executive committee ¢ 
the Indemnity Company of America 
died at the Presbyterian hospital in Ch. 
cago where he underwent a major oper, 
tion Wednesday. He was 63 years ¢ 
age. In 1918 he sold out his interey 
in the Kansas City Life. Colonel Flem. 
ing and J. B. Reynolds brought the Kap. 
sas City Life out of the morass into, 
company of some dimensions. 


Clarence G. Cross, Tulsa, Okla., gen. 
eral agent of the Lincoln National Life 
died suddenly while at work. He ha 
been connected with the company but, 
short time. 


Dr. Henry Jacobson, medical directo, 
of the Central States Life of St. Louis 
was forced to undergo a major oper 
tion, it being the climax of several weeks 
of serious illness. 

Fred B. Humphrey, assistant secre. 
tary of the “Spectator,” has been mad 
resident vice-president in charge of th 
Chicago office. Mr. Humphrey was 
formerly with “Rough Notes” of Indiap- 
apolis, joining the “Spectator” in 1916 
starting in the busimess department. He 
is held in high regard wherever he gues 


Ralph I. Booth, actuary of the 
Travelers in the Chicago office, is seri- 
ously ill in the Evanston, IIl., hospita 
with an acute attack of appendicitis. He 
was operated on this week and is said 
to be recovering quickly. 


Richard H. Wallace, one of the 
founders and former vice-president of 
the Girard Life, died at his home in 
Philadelphia last week at the age of 73 
years. 

Dr. J. R. Neal of the Abraham Lin- 
coln Life, chairman of the executive 
committee of the Health & Accident 
Underwriters’ Conference, was in Chi 
cago Tuesday, conferring with Harold 
R. Gordon, executive secretary of the 
conference, in regard to the plans for 
the mid-winter meeting of the executive 
committee to be held in New York City 
Dec. 11. 


Darby A. Day, Chileans manager of 


the Union Central Life, who is in a 
impaired state of health, has arranged 
to leave in a few days for Arizona, 


where he will spend some time in re 
cuperating. 

Alfred Mac Arthur, president of the 
Central Life of Illinois, has returned 
from an agency trip to the Pacile 
Coast, visiting the company’s agencies 
at Portland, San Francisco and Los Ar 
geles. 


Walter Blancke, who joined the 
Missouri State Life’s Indianapolis 
branch office in July, 1928, has written 


$473,000 the first 10 months of this year. 
In October he made 300 calls on pros 
pects, obtained 120 interviews amt 
wrote $105,760 new business. Mr. 
Blancke faithfully makes from 10 to Pv 


calls each business day and for months 
has carefully analyzed each interview 
He had had no salesmanship experience 
prior to taking up life insurance 
Reynolds C. Seitz, 22-year-old son © 
J. Charles Seitz, secretary and actuary 
of the Security Life of Chicago, « grat 
uate of Notre Dame this June, has ¢™ 
tered the executive offices to specialize 
on the Hollerith machine. The Security 
Life is arranging to extend the use @ 
this calculating machine and young 


Seitz will help develop this department 

Jackson J. Hagen, an agent (or 
Phoenix Mutual Life in St. Louis, 
been elected president of the “he 
Club in that city. 


he 
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LIFE AGENCY CHANGES 











MAKES MANY APPOINTMENTS 





Central Life of Illinois Names General 
Agents and District Managers in 
Many Sections 





Important agency appointments are 
announced by Vice;President R. E. Irish 
of the Central Life of Illinois. Eugene 
Gruell, for 14 years district manager for 
the Ohio State Life and one of that 
company’s largest producers, has taken 
the Central Life’s second general agency 
at Cleveland. Some months ago the 
first general agency was started there 
under direction of P. D. Gibbons, and 
this is now producing in excess of $200,- 
000 a month, 

Mark Banta, for several years general 
agent for the National Life, U. S. A., at 
Los Angeles, has been appointed general 
agent for the Central Life of Illinois 
and new offices are being opened in the 
Rives-Strong building, Los Angeles. 
Mr. Banta has had many years’ experi- 
ence in life insurance and has success- 
fully headed a large agency. 

Other general agency appointments 
are: John H. Wirries, former general 
agent for the Bankers Reserve Life, at 
Toledo, O.; Royce A. Toben, former 
general agent for the Ohio National, for 
eastern Ohio; W. J. Houlihan, former 
district manager for the Union Central, 
at Tampa, Fla.; the Jacque W. Cohen 
agency, Los Angeles, for northern Cali- 
fornia; Fred W. Nesbitt, former assist- 
ant superintendent for the Prudential, at 
Jackson, Mich.; Glen N. Childs, former 
supervisor Bankers Reserve Life at St. 
Louis, for eastern Nebraska; H. E. 
Axup, Anaheim, Cal., district manager 
for Orange county, Cal. The company 
has entered Alabama and J. K. Ellison 


has been appointed state manager. 








BEARD & CO. MADE MANAGERS 





Successful Chicago Firm Gets the Phil- 
adelphia Life for Chicago 
Metropolitan Territory 





The Philadelphia Life has placed its 
Chicago interests in the hands of Rob- 
ert H. Beard & Co., as executive gen- 
eral agents for the Metropolitan, includ- 
ing 14 counties in northeastern Illinois. 
Beard & Co. have had a notable success 
as life insurance producers having made 
an outstanding record as general agents 
of the Pan American Life. That con- 
nection was given up when the general 
agency became interested in the organi- 
zation of the Chicago National Life, for 
which it took the general agency. A 
change in the financial affiliations of the 
Calumet National Life took place re- 
cently, following which the Philadelphia 
Life connection was made. 





STEFFELIN PART 
Large Producers, Partners for 17 Years 
in Chicago General Agency, in 
Separate Offices 


WOLFLE, 





E. H. Steffeiin, $100,000 club presi- 
dent of the National Life, U. S. A., and 
million dollar producer, and G. W. 
Wolfle, partners in Wolfle, Steffelin & 
Co., Chicago general life, fire and cas- 
ualty agency, for 17 years, have sepa- 
rated, each to conduct a separate Chi- 
cago agency for the National Life as 
agency managers. 

Wolfie, Steffelin & Co. already has 
written in its life department $6,339,012 
of business in the first 10 months this 
year, and on Nov. 15 completed its first 








year under contract with the National 
Life. 

Mr. Steffelin hereafter will devote his 
entire time to the life department in his 
agency in room 742 Insurance Ex- 
change, but will supervise the fire and 
casualty department as well. Mr. 
Wolfle is taking an agency of the Na- 
tional Life in the Builders building. 
The splitup was determined upon so 
that both might have full benefit from 
their personal production and individual 
efforts. 

Frederick A. Jones, vice-president of 
Wolfle, Steffelin & Co., has sold his in- 
terest in this organization, as has Mr. 
Wolfle, to Mr. Steffelin, but remains in 
personal production. 

Associated with Mr. Steffelin are 
Charles Wolf, president of the Citizens 
State bank, Chicago, chairman of the 
board of Wolfle, Steffelin; Elmer E. 
Erhardt, manager casualty department; 
Ira Collins, manager fire department; 
Edwin Wolf, office manager; Walter 
Wolf, underwriter casualty department, 
and James Madden, special agent. 

The Wolfle, Steffelin agency has had 
an unusual record in the first year with 
the National Life U. S. A., leading the 
entire country for October in volume 
and also for the entire year to date, in 
addition to which Mr. Steffelin person- 
ally led all agents in October and for 
the year. In the first seven months of 
the contract year he paid personally for 
$900,000 of business, boosting the aver- 
age case of the entire agency to about 
$25,000. The agency has some 45 full 
time agents under contract. 

Mr. Wolfle also is a large personal 
producer, being fourth vice-president of 
the agents’ club and ranking fourth in 
personal jproduction for the National 
Life U. S. A. The new Wolfle agency 
is located in room 1738, Builders build- 
ing. 





Lou K. Newfield 
Lou K. Newfield of Marysville, Cal. 





has been appointed associate genera 
agent by George A. Scotland, generg 
agent at Sacramento, Cal., for the l’en 
Mutual Life. Mr. Newfield was born 
San Francisco, was a newspaper map 
and joined the Scotland agency this yea 
asa producer. He has been going at the 
rate of $60,000 to $70,000 a month. 





Robert O. Cupp 


Robert O. Cupp, a field assistant ; 
the Cleveland office of the Traveler; 
has been promoted to assistant manager 
of central city office in Philadelphia 
Mr. Cupp went with the Travelers on 
Jan. 1, 1924, at which time he was as. 
signed to the Cleveland office as a field 
assistant. 





William Fields, L. A. Hills 


William Fields has been appointed 
general agent for the Montana Life of 
Helena, Mont., at Petaluma, Cal. He is 
a Montanan who formerly was a stock 
man at Dillon, but has been selling life 
insurance in California for several years 
Lewis A. Hills becomes general agent 
at Price, Utah. He was formerly dis- 
trict manager of a coal company and 
later a newspaper man. 


F. W. Walker, W. A. Hettenhausen 


Two appointments are announced by 
the Peoria Life. Frank W. Walker be- 
comes manager in Los Angeles county, 
Cal. W. A. Hettenhausen becomes dis- 
trict manager at Belleville, Ill. Mr. 
Walker has been in life insurance in Los 
Angeles for several years. 





Imperial Life Appointments 


The Imperial Life of Toronto has ap- 
pointed Harry K. Hunt, formerly secre- 
tary of the downtown Montreal branch 
as branch manager for southern Alberta 
with headquarters in Calgary. William 
Ardern, for the past 16 years manager 
there, has resigned, but will remain with 
the company at Calgary as consultant 
manager, W. A. Fleming, who has been 














Insurance in Force 
Indiana which include 


THE MINNESOTA 
MUTUAL LIFE 


Insurance Company, a purely mutual company with a total of over $172,000,000 
as excellent General Agency openings in Ohio and 


CINCINNATI 
TOLEDO 
INDIANAPOLIS 


The Minnesota Mutual offers a definite program, personally directed by 
a member of the Home Office Agency Department, for selection, training and 
supervision of men together with personal sales helps recognized asamong the best. 


Address in Confidence 


J. Herbert Snyder, Supervisor Central Agencies, 


815 Ist St. So., Louisville, Kentucky 
OR 


THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 


Saint Paul, 


Minnesota 
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with the company for 14 years, will be 
city anager at Calgary. C. H. Lewis 
has been appointed branch manager at 


Branti rd, Ont. 


W. H. Colclough 


W. H. Colclough, formerly manager 
at Vancouver for the London Life, has 
heen appointed manager at Stratford, 
Ont. 


M. P. McComas, C. L. Gregg 


M. P. McComas of Topeka, Kan., has 
heen made Fidelity Mutual Life general 
agent for northern Kansas, succeeding 
Russell Grimes, who recently went with 
the Sun Life. 

Mr. McComas has been an agent for 
the Equitable Life of New York in To- 
peka, ranking as a large producer. 

C. L. Gregg has been made associate 
manager of the agency. He has been an 
agent for the Fidelity for 11 years and 
has been a large producer. 





A. D. Schendel 


\. D. Schendel of Casper, Wyo., has 
been appointed state agent of the Pa- 
cific National Life of Salt Lake City, 
which has just been admitted to Wyo- 
ming. 

C. A. Wise 

A. Wise, manager of the Los An- 
geles agency of the Jefferson Standard 
Life, has resigned effective Jan. 1, 1930, 
to devote his entire time to personal 
production. Prior to engaging in life 
underwriting two years ago he was 
trust officer for one of the Los Angeles 


banks. 





Robert L. Dillon 


Robert a Dillon, 
has been 


an experienced life 


salesman, placed in charge of 


the life imsurance department just 
opened by the Dyer-Jenison-Barry 
Company and Lansing Insurance 


Agency organization at Lansing, Mich. 
The company represented for life busi- 
ness is the Northwestern Mutual Life. 





Alfred Hiatt, Jr. 


Alfred Hiatt, Jr.., formerly supervisor 
of the Peoria, Ill., branch of the Aetna 
Life under General Agent Lester O. 
Schriver, has been made field super- 
visor of the S. T. Whatley agency of 
the Aetna Life in Chicago outside the 
metropolitan district. 





Charles D. Hellen 


Charles D. Hellen, 


L for 17 years at the 
head of the 


Des Moines agency of the 
Royal Union Life, who resigned three 
years ago to locate in California, has 
rejoined the organization and will again 
take charge of the home agency. 
Throughout the long term he served the 
company, the Des Moines agency under 
Mr. Hellen’s guidance had an almost 
continuous annual record of $1,000,000 
ot new business. Mr. Hellen ranked 
first among all of the company’s agency 
heads in personal production for 15 
years and had the unusual distinction of 
producing every week for the entire 
time a volume of business in excess of 
that produced by any other agent. 





Walter N. Stevens 


Walter N. Stevens, Muskogee, Okla., 
has been appointed general agent in 
eastern Oklahoma for the National 





Fidelity Life. R. P. Bibb is associated 
with him as field supervisor. 





Harry W. Hutchins 


_ Harry W. Hutchins, general agent of 
the National Life of Vermont at Cin- 
cimnati, and associate general manager 
pa Ohio agency, has resigaed and 
will heres after devote himself to his per- 
sonal Writings, continuing of course, 
with the National. Mr. Hutchins is one 
of the best known insurance men in the 


ateal west and has been president of 
the Ciacinnati Life Underwriters Asso- 
Ciation. He is a speaker of ability on 





| 








ur 





life insurance subjects. His i laa 
as general agent of the National at Cin- | 
cinnati has not yet been announced. 


J. P. Harrison, W. P. Strong 


J. P. Harrison has been 
agency supervisor for ‘the National 
Life U.S.A. He is a native of Arkan- 
sas who was a world war newspaper 
correspondent, and since has been a suc- 
cessful life insurance producer. W. P. 
Strong has been appointed manager of 
a ‘new agency in the home office build- 
ing at Chicago. For a time he man- 


appointed 


SUPERVISORS WANTED 


nearly 50 years old with 
exceptionally low participating 
insurance has splendid opportunity 
for supervisors to mature its unusual 


Company 
cost 


aged the agency in the Builders build- development program in eastern mid- 
ing, Chicago, following the resignation dle west—a real opportunity for men 
of Otto E. Seiler. who are not afraid of long hours and 





hard work to gain promotion in this 
progressive, old, permanent Company. 
Unless financially responsible with 
executive and proven selling ability 
do not apply. Write full particulars 


M. H. Roberts and M. H. Cox 


R. A. Hilliard, manager of the Hil- 
liard Agency of the Reliance Life at 
Asheville, N. C., announces the appoint- concerning your past experience; 
ment of Marshall H. Roberts and M. ge : : 

. : A strictly confidential. Address O-7, 
Hall Cox as special representatives. Mr. The National Underwriter. 
Roberts has been engaged in the elec- 
trical fixture business for the past three 
years and prior to that time was a suc- 
cessful advertising man. He has a wide 
acquaintance in western North Carolina, | 
which is the territory covered by this | 
agency. Mr. Cox is a life underwriter 
of experience, having been connected 
with the Phoenix Mutual in Asheville | 























AND 
50,000 
ANSWERED! 


50,000 


repeated. 


times this scene was 
50,000 
contemplated the purchase of ad- 


50,000 1 


were developed almost over night. 


“Your Will” is the subject of 
booklet 250,000 


Union Central policyholders in a 


the offered to policyholders 


recent circularization campaign. ditional protection. sads 


50,000 indicated their interest in 
estate matters by asking for the 
booklet. The number of leads secured 
from this campaign is more than 
as the number se- 


The booklet made no attempt twice as large 


to instruct the layman in the in- cured during a similar campaign 
in 1928 
last year’s campaign was five mil- 
With such 


a tremendous increase in number 


tricacies of will making, but as he And the direct result of 


read, he was led to analyze his fi- 


nancial status carefully. As each lions in new business. 


page was turned, he found that 


the very plans he had made for of leads, new business secured 





THE UNION CENTRAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 


FOUNDED 1867 


the future were being discussed. 
The fact that only life insurance 
could achieve these ends was 
brought home to him emphat- 
ically. A new need for life insur- 


ance protection was uncovered. 


from this source may reasonably 
be expected to double the amount 
reached last year—another home 


office service which swells the 


commission account of the Union 


Central agent. 


Jesse R. CLARK, JR., PRES. 
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WANTED— 
A MAN! 


Possessing the following qualifications: 


‘AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an oy ey field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $100,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
Kentucky and North Carolina men. Write fully. 
We will not check references until after interview. 


Address N-43, care The National Underwriter 











YOU Who Are Interested 
in Selling Life Insurance 


or who may become interested in its sale, will want to 
know why The Gem City Life Insurance Company has 
nearly 14 times as much insurance in force at the close 
of 1928 as it had ten years before. 


The agency contract and the unusually wide range 
of underwriting provided by the company, that includes 
all standard and many special forms of participating and 
non-participating life, accident and health and group 
policies, with premiums payable monthly, quarterly, semi- 
annually or annually, are some of the substantial reasons 
for the outstanding progress the company is making. 





There are other equally impressive reasons and if 
you will write to I. A. Morrissett, President, at Dayton, 
Ohio, he will be glad to give you complete details of that 
agency contract and the very many reasons why it will 
pay you to join the rapidly expanding agency staff. 

The company wishes representatives in Ohio, 
Michigan, West Virginia, Tennessee, Alabama, Georgia, 
Louisiana, Florida and the District of Columbia. 


The Gem City Life Insurance 
Company 


oF Dayton, OHIO 
The Rapidly Growing Company 








from 1920 to 1923. For several years 
past he has been in the real estate 
business. 

The Hilliard Agency was established 


anniversary. Ten full time agents are 
connected with the Asheville office. 
Immediately previous to his going to 
Asheville, Mr, Hilliard was supervisor 
of the Reliance Life’s Virginia depart- 
ment with offices in Richmond. He is 
a native of Birmingham, Ala., and has 
been with the Reliance Life since 1920. 





J. N. Flowerman 


J. N. Flowerman, former home of- 
fice agency manager for the West 
Coast Life in San Francisco, who has 
spent several months in the east, has 
been appointed San Francisco manager 
for the Pacific National Life of Salt 
Lake City, which obtained its Califor- 
nia license about a week ago. 





Fidelity Mutual Appointments 


S. M. Romeril, 202 News Press build- 
ing, has been appointed manager of the 
Fidelity Mutual Life at Poughkeepsie, 
N. Y. E. R. Edgerton, 424 Hudson 
block, has been appointed manager at 
Spokane, Wash. McMurtrie & Powell 
agency company, Tootle buildiag, St. 





in 1924 and has just celebrated its fifth | 








Nove’ 





Joseph, Mo., get the company there 
Henry Schmid, 203 Second Nationa! 
Bank building, Wilkes-Barre, Pa.. sg. 


cures the company at his city. ( 
Stetson, 520 Failing building, Port!a; 
Ore., is appointed manager. 





Lyle C. Cutler 


Lyle C. Cutler, for some time aq 
agent of the Massachusetts Mutual Li 
has succeeded H. O. Garvey as gener; 
agent at Topeka, Kans. He is a era 
uate of Baker University and for a num 
ber of years was a minister. Duri 
last two years he has been assist 


Mr. Garvey. After serving the M 1ssa- 


chusetts Mutual for 34 years in easter 


Kansas Mr. Garvey has retired irom 


managerial duties. 





Life Agency Notes 








Miss Berl Steele has been appoints 
manager of the women’s departm: 
the Peoria Life, Sioux City, lIa., bran 

Henry F. Uhl of Elizabethton, Ten 
has been appointed district manager ¢ 
the Pan-American Life. 

Richard L. Sherwood has bee 


pointed assistant to Clarence W. leter- 


son, manager of the San Francis 
agency of the Phoenix Mutual Life. 








| EASTERN STATES ACTIVITIES 














DISCLOSURE OF BIG FRAUDS 





Syndicate of Crooks Shown Using False 
Pretenses and Practices in Life 
Insurance 





NEW YORK, Nov. 21.—Disclosure 
of a huge fraud ring in New York was 
made this week with the arrest of an 
insurance agent in Queens, Max Chiller, 
charged with forgery and securing life 
insurance under false pretenses. Several 
ethers are involved and the group as a 
whole is one of the most pretentious 
ever encountered, at least $100,000 in 





paid to them, according to the report. 


sought on the lives of two Brooklyn 
men who are ill and who opposed the 
purchase of insurance. The Security 
Mutual of Binghamton was interested 
in that case, but other cases charged to 
the same group involved the New York 
Life, Union Central, Colonial Life, and 
several others. 

Those involved would furnish fake 
applicants, who could pass an examina- 
tion, using names of men or women 











who were very ill or dying. It came to 








fraudulent death claims having been | 


Indictments in the case are based on a , 
case in which $12,000 life insurance was | 





light in the investigation of a New Yo 
Life policy on a grave-digger who died 
three months after the policy was taken 
—and it was discovered that there wa: 
a total of $21,000 on this grave-digger’s 
life, in addition to the $15,000 applied 
for. At least four men and four women 
are said to be involved, some of them 
merely acting as nurses to the dying 
men and receiving a bonus for thei 
share of the fraud. Action is being take: 
swiftly by the district attorney. 





Huebner Talks on Inheritance Tax 


Addressing the Philadelphia Rotary 
Club at its weekly luncheon last week 
| Dr. S. S. Huebner declared that the in- 
heritance tax is the most vicious of al 
taxes. 

“They wait until a man is dead and 
can’t fight to protect himself, and thea 
they soak him,” Dr. Huebner said. “But 
there is an inheritance tax, so get an in 
surance company to pay it for you. In. 
sure your life to an amount which wil 
bring your heirs an income equal to your 
own earning power, and then insure tt 
for 25 percent more, to provide for in- 
heritance taxes, costs of settlement 0 
your estate, funeral expenses and the 
expense of your last illness.” 


U 
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AGENCY SHOWS FINE GAINS 





W. A. Alexander & Co. Office of Penn 
Mutual in Chicago 50 Percent Ahead 
of Last Year’s Figures 


————_ 


W. A. Alexander & Co., general agents 
in Chicago of the Penn Mutual Life, 
have been showing remarkable progress. 
The life insurance department is under 
the direction of John H. Sherman. This 
office is 50 percent ahead to date on its 
life insurance business over last year. 
The new organization men—first year 
men—under the direction of Wade Fet- 
zer, Jr., and Charles Petillon, have pro- 
duced more than $1,500,000 of new busi- 
ness. This has all been done since Vin- 
cent Coffin of the home office conducted 
a three-day school in this agency last 
March. 


Detroit Life Enters Ohio 




















As another step in its expansion plan, 





the Detroit Life has entered Ohio. 
George G. Thurman, a new member 0! 
the home office force, is now in Ohi 
and plans to spend sev eral months there 
organizing the company’s representation 


Wigginton Speaks a at Y. M. C.A. 


Frank C. Wigginton, assistant generé 
agent of the Aetna Life in Chicago 
spoke Nov. 15 at a meeting in Wt 
coln-Belmont branch of the Y. M. 





there on “What Life Insurance Is a 
Does.” 


Madden Speaks in Columbus 


James L. Madden, third vice-pr resident 
of the Metropolitan Life, was one at 
the speakers at the first Ohio Manage 
ment Conference in Columbus Nov. © 
He discussed “Guide Posts to Efficiet 
Distribution and Marketing.” 


Birthday and Change-of-Age 00% 
bound in durable, flexible binding. Prie 
$1.50. Order from The National Unde" 
writer. 
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COVERS UNIVERSITY STAFF 





Contributory Group Plan for Faculty 
and Employes Taken by Minne- 
sota Institution 





A group insurance plan, designed to 
rrotect faculty members and employes 


! 


outside of the faculty staff against lack 
t funds in old age and disability, has 
been adopted by the regents of the Uni- 
versity of Minnesota. 

Each faculty member would pay $75 
a year, to which the university would 


add between $50 and $60. University 
employes outside of the faculty would 
not have the benefit of the retirement 
clause. Employes who have been with 
the university from two to five years 
would pay $5 annually on $1,000 insur- 
ance. Each employe with a record of 
from five to 20 years would pay $10 a 
year on a $2,000 policy. Beyond the 
20-year service period the university 
would pay the entire premium. 





Equitable Agents at Fargo 


Forty North Dakota agents of the 
Equitable Life of New York, represent- 
ing the Grand Forks and Fargo dis- 
tricts, attended a meeting in Fargo. J. 
A, Hartigan, agency manager, and A. 
B. Dalager, agency supervisor, St. Paul 
ofice, were the principal speakers. Mr. 
Hartigan spoke on “Better Methods of 
Writing Life Insurance,” and Mr. Dala- 
ger gave a general survey of the recent 
campaign conducted in Minnesota, 
North and South Dakota. Arthur Mal- 
lorry is manager of the Grand Forks 
—_ and H, J. Gilbertson the Fargo 
omece, 





Consciousness 


Lee J. Dougherty, vice-president and 
general manager of the Guaranty Life, 
told 1,200 Davenport business men and 
lowa farmers gathered at a town and 
country banquet Tuesday evening that 
“though stocks in Wall street may sky- 
rocket and nose-dive, King Corn will 
keep the middle west prosperous.” 

He urged a community rather than a 
municipal consciousness, declaring that 
such an attitude would be a stabilizer 
of prosperity for both farms and manu- 
lacturing concerns. 





Behan Speaks in Davenport 


J. C. Behan, vice-president of the 
Massachusetts Mutual Life, who has 
just completed a trip through the Pa- 
cific Coast and back, spoke at a confer- 
ence of the Company’s eastern Iowa 
and western Illinois agents at Daven- 
Port, Ia, Monday. He was accompa- 
med by S. J. Johnson, secretary of the 
Massachusetts Mutual. Carl LeBuhn, 
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| Davenport 


agency manager, 
tended by agents from Keokuk, 
buque, Clinton, Cedar Rapids, 
ington and Winfield, Ia., and 
Island and Moline, Ill. 





Savlan Addresses Insurance Club 


The difference between 


cussed at this week's 


ment of the Prudential in that city. 


Thurman Speaks in St. Louis 


tual Benefit Life, was the principal 


oa ae 
was in charge of the meeting. 


was in 
charge of the meeting, which was at- 
Du- 
Wash- 
Rock 


mutual life 
companies and other mutuals was dis- 
meeting of the 
Insurance Club of Minneapolis by Jack 
Savlan, manager of the ordinary depart- 


Oliver Thurman, vice-president and 
superintendent of agencies of the Mu- 


speaker at a two-day meeting of agents 
of the company in St. Louis Nov. 15-16. 
Otto, general agent in St. Louis, 
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| Coast States 

















Mutual Comments on Company’s 
Sales Policy 





Although the Massachusetts Mutual 
Life ranks 12th in size among all the 
life companies of the United States, it 
has never set a quota for any of its 
representatives, Joseph C. Behan, vice- 
president, said in an address before the 
Colorado representatives of the com- 
pany at Denver recently. This result 
has been attained, Mr. Behan explained, 
entirely through the loyalty of its men. 
In spite of falling rates of interest, 
Mr. Behan announced that the interest 
income in his company so far is larger 
than last year. He declared that the 
unfortunate experiences of investors in 
the stock market present a golden op- 
portunity to drive home the truths about 
the investment features of life insurance. 





Plan Pacific Coast Trip 


L. L. Adams, president of the Sentinel 
Life, and George Barrett, superinten- 
dent of agencies, will make a two 





weeks’ agency trip to the Pacific Coast 
starting Dec. 1. 





Denver Veteran Dies 


Manley T. Close, 74, died at a Denver 
hospital the past week after a short ill- 
ness. Mr. Close went to Denver 30 
years ago. For 20 years he was asso- 
ciated with the Penn Mutual Life and 
since 1919 has been an agent for the 
Mutual Life of New York. 


Schively Addresses Equitable Men 


John H. Schively, secretary of the 
Insurance Federation of California, ad- 
dressed the members of the San Fran- 
cisco agency of the Equitable Life of 
New York Nov. 17. He gave an in- 
spirational Thanksgiving address. 


Downing’s Appraisal Service 


Roscoe M. Downing, Mills building, 
San Francisco, is one of the outstanding 
appraisers in the country. He special- 
izes in appraisals of property for mak- 
ing of loans only. He serves a number 
of banks, mortgage companies, building 





and loan associations and insurance com- 
panies. 
handling the complicated material that 
makes it eminently practical and easily 
comprehended. His system is the result 
of his 10 years’ experience as an ap- 


He has developed a method of 





SUCCEEDS THROUGH LOYALTY 


Vice-President Behan of Massachusetts 


““So Are the Sons of Men Snared in an Evil Time, 
When It Falleth Suddenly Upon Them.”’ 


Ecclesiastes, known to us also as The Preacher, long, 
long ago painted a picture of fortune’s uncertainty that 


has never been equaled. Here it is 


Man also knoweth not his time; as the fishes 
the birds that 


so are the sons of men snared 


that are taken in evil net, and as 


are caught in a snare 


, 


in an evil time, when it falleth suddenly upon them. 


Were the venerated philosopher and moralist living 
in these dolorous days, he would add a verse, counseling 
an investment which would recoup loss, repair the dam- 
aged estate, and restore provision for old age and for 
wife and children, for those that had been caught “in 
the snare.” 


Life underwriters for the present have a busy duty 
as re-creators of estates. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life 


Insurance Company 
Philadelphia 


Independence Square Founded 1847 
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Friendliness 


Friendliness is the life insurance salesman’s best asset. It 
helps him make contacts and creates the right atmosphere 
for a favorable interview. 


In the Ohio National, friendliness is contagious. The spirit 
of friendliness dominates the entire Home Office and field 
organization. 


Friendliness in the Home Office, friendliness in the field, 
friendliness in service to policyholders, and friendliness in 
contract relations. 


Friendliness, backed by modern underwriting practices 
and a complete line of policies, is one of the many reasons 
Why it Pays to Tie Up With the Ohio National. 


Desirable openings available in the following states: IIli- 
nois, Indiana, Iowa, Kansas, Kentucky, Michigan, Missis- 
sippi, Missouri, Nebraska, Ohio, Pennsylvania, Tennessee, 
Texas and West Virginia. 


For information as to territory and details of contract 
write— 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 
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R. S. TIERNAN 
President 


J. T. MAYALL 
Vice Pres. & Agency Mgr. 


D. SHARPE 
Secy. & Treas. 


PROTECTION 


A company whose 
ideas are in accor 
with modern times 


For Agency Opportunities, Write 
J.T. MAYALL 


AMERICAN SAVINGS LIFE 


INSURANCE COMPANY 


Board of Trade Building 
KANSAS CITY, MISSOURI 


SAVINGS 






























Holders 


Established 1879 


HOLDERS 


January 1, 1929, to July 31, 1929, inclusive 


Percentage of Total New Life Insurance...... 


Total Number Applications on Lives of Policy 


EIGHTEEN MILLION PLUS ON 
THE LIVES OF POLICY 


25 


3,427 
Total New Life Insurance on Policy Holders. . .$18,208,394 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


DES MOINES, IOWA 
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Us on the 


BASIS 


Go Into Business with 


PARTNERSHIP 








STANDARD 


Life Health Accident 


SUB-STANDARD 
SUPER-STANDARD 





Onto - Inprana - Micuican - Kentucky - PENNsyYLVANIA 
West Vircinia - Texas - Oxtanoma - Cauirornia - ILirnors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 
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| praiser, He has undertaken the work 
for some of the insurance companies and 
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November 22, 


they are very gratified with the s 
they are securing. 
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HVALE TO HEAD CLAIM MEN 


dent of Chicago Association at 
Annual Meeting 


A. B. Hvale of the Continental 
ualty, for many years one of the most 
active workers in the organization, was 
elected president of the Chicago Claim 
Association at its annual meeting last 
week, succeeding Edgar Harold of the 
Pacific Mutual Life. E. H. Freeman of the 


becomes vice-president. Charles N. Du- 
bach, Hartford Accident, who has done 


was reelected secretary, and L. L. 
Phelps, Great Northern Life, was made 
treasurer. 

Aside from the election, the meeting 
was devoted entirely to an informal 
round table, led by Edgar Harold, re- 
tiring president, in which a number of 
unusual claims were reviewed and the 
legal status of a number of disputed 
questions was discussed. 





Seattle Club Elects 
SEATTLE, WASH., Nov. 21.—H. A. 
Peter, National Casualty, was elected 


| president of the Seattle Accident & 
Health Managers’ Association at its No- 
vember meeting. C. L. Burt was chosen 
vice-president, and R. M. Busbee, treas- 
urer. Frank Vernon succeeds Lloyd <A. 
Perkins as secretary. 
Dr. E. T. Hanley, health commissioner 
i= Seattle, talked on the work his de- 
| partment is doing. Messrs. Wares and 


Drake made a tentative report covering 


their investigation of hospital associa- 
tions, giving an outline of some of the 
services rendered and the charges made. 
The association directed the two investi- 
gators to see Commissioner Fishback to 
get his attitude toward hospital associa- 


Appel Made President 


Harry M. Appel of the Aetna Life has 
Accident & 


| 
| tions. 


| been elected president of the 


| Health Underwriters Association of 
| Philadelphia. He has been connected 
with the company for 21 years. L. H. 


Wilson, Fidelity & Casualty, was elected 





secretary, and J. F. Liebig of the Con- 
tinental Casualty, treasurer. 
Arrest Mississippi Promoter 
L. C. Cadenhead, promoter and fiscal 


agent of the Mississippi Life & Casualty, 
which has been taken over by Commis- 


sioner Lowry of Mississippi and for 
which a receiver is being asked, has 
been arrested and has had four indict- 


ments returned against him, charging 
him with embezzling approximately 
$30,000 from the Bank of Kamper County, 
Scooba, Miss. Alphonse J. Oubre, former 
eashier of the looted bank and treas- 
urer of the insurance company, has been 


a 


neobln 





ational 


| 


Continental Casualty Man Elected Presi- | 


Cas- | 


Federal Life, treasurer for the past year, | 


particularly efficient work in that office, | 





Life, 


wite 


given a ten-year penitentiary sent 
A committee of the incorporat« 
the Mississippi Life & Casualty is 
ing plans for its future and will 
whether liquidation or completion 
organization is advisable. 





NEWS OF PRATERNALS | 








CONVERSION PROGRESSING 


Western Catholic Union Solvent—De. 
Barry and Associates Active—Cath- 
olic Knights Transfer Certificates 


In an article which appeared in a re. 
cent issue of THe NATIONAL | 
WRITER it was erroneously s‘ated that 
the Western Catholic Union of Quine 
Ill., was only 24 percent solvent as 
Jan. 1 of this year and is now 100 per. 


cent solvent. The Western Catholic 
Union as of Jan. 1 was 116 percent sol- 
vent. 


DeBarry and Associates of Chicag 
who have been exchanging the present 
N.F.C. 4 percent certificates to new 4 
percent American experience certificates 
have been progressing with great rapid- 
ity and it is expected that shortly all 
members will be changed over. The 
only reason for conducting this cam- 
paign was to satisfy the many N.F.( 
members who demanded the newer cer- 
tificates, and to educate their members 
in the real up-to-date protection \ 
issued by their society. The old N.F\ 
certificates were sound but they lack 


the non-forfeiture values provided int 
new certificates. Full credit is being 
given members for the N.F.C. 4 per 
cent reserve in exchange so little, 

any, increase in rate results exce 
when change is made from ordinary lil 
to 20-pay or other higher premiu 


forms. 


Progress With Catholic Knights 


The DeBarry organization 
been transferring members of the Cath 
olic Knights of Wisconsin. This organ 
ization on Jan. 1, 1929, was 24 perces 
solvent. At a convention of the order 
held in Milwaukee, Nov. 14, legislat 
was enacted making that organizati 
100 percent solvent. All members ne 
exchanging automatically go on curre 
cost basis, Jan. 1, 1930. DeBarry a 
associates have transferred over $1 
000,000 worth of business and have writ 
ten over $2,000,000 new business wit 
less than a 5 percent lapse. Of the 
fund $1,250,000 is available to member 
past age 61, who have not transferred ! 
reduce their premium to a level or on4 
annual renewable term step rate 


has als 
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Developing Prospects Through Contacts 
with Different Organizations Can Be 


Done in a Quiet and Refined Way) 


due to force of circumstances, did 

Harry G. Feldman, now connected 
with the Pittsburgh agency of the Aetna 
Life, enter the insurance business. Cer- 
tainly, the fact that he wrote nearly 
$750,000 of insurance in his first six 
months in the field can not be attributed 
merely to accident. Mr. Feldman 
started in the business in 1918. He has 
added a number of very unique methods 
along the lines of selling and service. 
Since 1924 Mr. Feldman has been writ- 
ing between $1,000,000 and $2,250,000 of 
life insurance a year. In 1927, alone, 
he achieved a premium income of more 
than $115,000. 


Ne: entirely by accident, but partly 


No Tricks Are Employed 
in Methods of Sales 


Although his intimate knowledge of 
psychology has been very helpful Mr. 
Feldman employs no tricks in his meth- 
ods. He conducts his work and service 
entirely on business principles applied 
at the proper time and place. He makes 
1 point of soliciting people only after 
he has investigated, not only their 
financial circumstances and responsibili- 
but even their temperament, hab- 
ts, likes and dislikes, etc. In securing 
this information Mr. Feldman will never 
any effort whatsoever. It is only 
ipon this information that Mr. Feldman 
feels he is in a position to intelligently 
advise his client and render the proper 
service, 

“Selling life insurance can be likened 
and compared, in a sense, to the pre- 


ties 


spare 


| 
| 
| 
| 





amination. After he has prescribed, the 
result should be beneficial to the indi- 
vidual prescribed for. In writing a 
policy the result must likewise be bene- 
ficial to the assured, and not only the 
assured, but to those interested in the 
assured, 


Confidence of Prospect 
Must Be Secured 


“Very often the doctor prescribes and 
the patient is hesitant about taking the 
medicine. His taking the medicine, 
therefore, is the result of his confidence 
in the doctor, and in the doctor’s pur- 
pose, that of helping him. The life 
agent must likewise secure the confi- 
dence of his prospect and once his pros- 
pect relies upon that confidence in him, 
it then becomes easy for the agent to 
intelligently and diplomatically  pre- 
scribed the form of contract that will 
be acceptable to the prospect. 

“There is a common tendency on the 
part of many agents to want their pros- 
pects to become insurance experts. They 
try to explain the business in all its 


‘phases and history in detail. Such ap- 
proach is unnecessary and in most cases 
will bring an unfavorable reaction and 
most frequently loss of business. The 
knowledge of the business properly be- 
longs to the agent and is only burden- 
to the prospect. Insofar as re- 
gards the prospect the agent should only 


some 


concern himself with the question of 
| what the prospect needs and his sales | 
argument should be confined to that | 


question as closely as is practicable.” 
In the interim between his graduation 
from and admission to 
practice Mr. Feldman was faced with a 
difficult problem deciding upon 
the course of his future career. This 
dilemma troubled him mostly during the 


law school his 


in 


first few years of his experiences in the | 
insurance business and particularly after | 


his admission to practice law, but he 
finally solved his problem by deciding 
that insurance would give him a greater 
as a greater opportunity for service. 


Does Not Hesitate to 
Write Small Policies 





“IT do not solicit any particular class 
or creed,” he says. “I deal with the 
same people that would appeal to all 


|other agents. Some have means and 
| are able to buy heavily, but | write a 


lot of others for $1,000 and $2,000 poli 





Brushing Up on Fundamentals 





Days of grace is a period, usually 30 or 31 


days, allowed by practically 


all companies as an extended tinre for payment of premiums after they are 


due. It is prescribed in many state 
charged if the premium is paid within 


4 


“Options” are the various alternatives wl 


s bv 


statute. Usually no interest is 


this period 


lich the policyholders can choose 


freedom and sphere of activity, as well | 





| | Seeks Confidence 








FELDMAN 
Aetna Life in Pittsburgh 


HARRY G. 


cies as well In fact, it has been my 
experience that in many instances orig 
inal small policyholders who became my 


clients at the beginning of their business 


or professional careers, are now among 
my largest policyholders.” 

While Mr. Feldman is not a “joiner” 
in the sense of belonging to many small 


clubs he is always ready to assist in any 
worthy civic movement, nor does he as- 
pire to hold office in any of the organ- 
| izations with which he mnected, 


| To do so,” he says, “would be to 


Is ( 


com- 



































scribing of medicine by a physician,” as to the distribution of dividends. The term is also applied to the various | pete with others and it might even lead 
says Mr. Feldman. “A good doctor will modes of distribution of the death benefit The latter is becoming a more | to an occasional defeat by a mediocre 
ever prescribe for his patient without common term as the companies are paying more attention to paying death | opponent, with consequent loss of pres- 
tst giving that patient a thorough ex- proceeds in other than lump sums. | tigne In his opinion running for office 
| 
NA WO! (on mt topics 
WORTH $2.82 EACH! 
(Topics of The Connecticut Mutual) 
__ Nearly two hundred thousand names were circular- —— ———__E__|_=aBaSseyey 
ized under Fidelity’s lead service plan during the past Vol. IV November, 1929 No. 11 
year. eeeeee oa 
' | 
The average premium value of each name proved 
to be $2.82. EDUCATIONAL AND HELPFUL | 
Fidelity’s lead service has been in successful opera- i , :' :' : 
tion for nearly fifteen years and has afforded Fidelity rhe trained man is superior to the untrained. We be- 
agents an easier and more resultful selling program. lieve this; experience and figures prove it. 
More than $400,000,000 insurance in force. Con- “2 : ; — : ‘a 
tracts available in thirty-nine states. | he Seventh Educational Conference for qualified new 
Write for Booklet “What’s Ahead?” agents has just come to a most successful close. 
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brings friction and antagonism. Never- 
theless, it has always been his aim to 
do as much, or more work, for any or- 
ganization of which he is a ‘member, 
than is performed by most officers. 


Does Not Believe in 
High Pressure Salesmanship 


Book agent methods and high press- 
ure salesmanship tactics have absolutely 
no place in the methods through which 
he attained his success. For example, 
he has taken hundreds of applications 
for chamber of commerce memberships 
during special drives, and at other times. 
Yet it may be said that 95 percent of 
these who have joined through his so- 
licitation do not even know what line 
of business he is in. Mr. Feldman is 
careful in his purpose of not making a 
nuisance of himself. 

Mr. Feldman does not deny, how- 
ever, that the civic work which he does 
indirectly gives him an opportunity of 
forming many beneficial contacts, which 
are ultimately helpful to his business, 
but he makes it a point never to at- 
tempt to realize in a business way on 
the contacts which he makes until the 
prospect is fully prepared and anxious 
to listen to his proposition and until he 
is fully prepared to know the proper 
needs of the prospect and, in fact, until 
such time as the policy can be written 
under the most favorable, mutually ac- 
ceptable, and dignified conditions. 


Prospect’s Mind Should Be 
Made Clear on the Contract 


“One mistake some agents make,” de- 
clares Mr. Feldman, “is trying to sell a 
prospect some special specific contract 
when there is an honest doubt in the 
prospect’s mind as to whether that con- 
tract is just what he needs and should 
have. For example, agents often come 








across a prospect who has several pro. 
posals from other companies, ever 
agent suggesting a different type of con. 
tract. In such case I generally sugges : 
a contract which gives the prospect a 
option to change it at any time in th 
future for any contract submitted bi 
these various agents. This proposal in. 
mediately relieves the prospect’s ming 
of the dilemma created by these varioy 
agents and eases his mind to such ap 
extent that he is willing to listen an 
accept such proposal nine times out oj 
ten because he can be protected imme. 
diately by an outlay of a smaller pre. 
mium than suggested by any of th 
other agents and gives him enough tine 
to make his decision on a mga, 
policy. I believe this is rendering , 

er service as by continuous delay o n th 
part of the prospect he may not be 

condition to obtain the imsurance. Her 
again I might say know your man an 
try to understand his needs and whz 
he ought to have and then it is th 
solicitor’s duty to supply that need. 


Employer’s Insurance Should 
Lead to Other Applications 


“Many agents will insure an employe; 
but fail to realize the opportunity tha 
is presented thereby for the developmer 
of further business among tthe othe 
executives. Very often I am able to ar. 
range to have the employer take 
through the various departments of his 
business. When he does that, he u 
ally introduces me to the other execr- 
tives and heads of departments and con. 
ments very favorably on his purchase of 
insurance and incidentally tells them oi 
his thorough belief in my ability. Such 
an introduction immediately creates x 
atmosphere of confidence and with the 
proper follow up methods they become 
your friends, which in itself vis worth 
while and possible prospects.” 
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Inscribed on the United States Post 
Office at W ashington, D <. w& tits 
message which is very applicable to life 
insurance: “Messenger of sympathy 
and love, servant of parted friends; con- 
soler of the lonely, bond of the scattered 
family, enlarger of the common life.” 


“I have invested in life insurance to 
make part of what I shall leave in this 
life of tears fool proof, friend proof and 
promoter proof as well as to make my 
later years pleasant with income if all 
else fades away, when I can no longer 
wield a pen.”—Irvin Cobb. 

* * * 

Response to an extensive campaign 
of life insurance advertising conducted 
through the “Saturday Evening Post” 
by one of the large companies shows 
that more readers were interested in 
how to gain financial independence for 
old age than any other phase of the 


subject. Next to this was the question, 
“How Can I Finance a Mortgage 
Through Life Insurance?” Third on 


the list was, “How Can I Guarantee a 
Fixed Income to My 


Who May Survive Me?” About the 


their children. 
= 


surance?” is a poor question for an 


agent to ask a policyholder in using the | 


endless chain method of getting pros- 


knows anyone who is getting married, 
buying a home, has a new baby or has 
received a promotion lately. The aver- 
age man does not have his friends classi- 
fied as to whether they would be good 
life insurance prospects or not; so it is 
up to the agent to suggest the situation. 
se & 

“As a young man I realized that there 
was only one way for a man without 
capital to protect his family from the 
vicissitudes of fortune and make proper 





| Poorer showing: 8 percent had no life 


Wife or Child | 
more—Conmutopice. 
same number wanted to know how they | 
could insure the college education of | 


: .. , | York City, there being that number "RF 
“Do any of your friends need life in- | 5 


| romantic a life as any man can live- 
pects. The best way is to ask him if he | 4 








FACTS and FIGURES 


Compiled by C. D. Sp — 








security against the day that comes | 

all; that was through life insurance. The 

best guardian of a person that has eve 

been discovered is a_ life insurane 

policy.”—Charles Evans Hughes. 
ea @ 

There are nine people injured in th 
United States by automobiles every mir 
ute during the day. 

eo « 

“The real wealth of my company 5 

in its brain-power.”—King C. Gillette 
x * x 

A recent study of a large group d 
professional men (particularly doctos 
and dentists) and of a group of stock 
holders of a well known public utility 
showed: § 

1. In the stockholder group: 14 pe 
cent had no life insurance; only 21 pe 
cent carried $10,000 or more of te 
insurance. ‘ 

2. The professional group made a stl 


insurance; 44 percent of those who ha 
any life insurance carried less tht 
$5,000. 17 percent carried $10,000 * 


* : 
There are 23, 628 reasons for carryilii® 
double indemnity insurance in Nes J 


taxicabs operating there. 
os « } 
The life of an insurance agent is 4 





Pee aunt 


H. M. Holderness, superintendent d 
agencies, Connecticut Mutual Life. 
x * * 


Term insurance can be used to adva 
tage in protecting mortgages and oth 
forms of indebtedness. Often wit 
large loans are made on life insurat® | 


20 5 


policies, term insurance is taken out # 
an amount sufficient to liquid late th 
loan in the event of death of the * 
sured, thus the amount of insurance P* 
able will not be reduced on account ® 
the loan on the policy. 
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-1"How Old is Your Wife2’ 


AVE you ever asked your prospect that question~or something of a similar and 
personal nature, and: then noticed his involuntary reaction? In nine cases out 
of ten, you have read resentment in his voice or manner. (And yet, common 
as that experience is, the majority of Underwriters still persist in the practice be- 
cause they have been taught that such intimate, personal questioning is necessary in order 
to “diagnose the case” preparatory to submitting an “Insurance Program.” ((“But,” you 
may ask, “what’s to be done about it?” “How am I to get information about a prospect 


unless I ask for it, and, how am I going to diagnose his case and prescribe the proper Life 


c.f Insurance protection for him unless I do secure such intimate and personal facts?” (Now, 


let us ask you one: “Did you ever know a salesman of bonds, stocks, real estate or mort- 
gages to ask his prospects a lot of impertinent personal questions before presenting the 


merits of his investment?” No! It simply isn’t done. (And now, for our little bomb- 


—— shell. It has been found by certain advanced thinkers in this business that this “third de- 
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) gree” is no more necessary in selling Life Insurance than it is in selling stocks and bonds. 


It has been proven that Life Insurance can be sold on an absolute parity with any other 
form of property and that the Life Insurance Underwriter can make just as clean-cut and 
inoffensive a presentation of his type of investment as the typical high-grade bond sales- 
man. ({(Please don’t misunderstand us. We do not deny that the fundamental principles 


of “Program Insurance” are sound. They are, but in our opinion, the present method of 


going about it is entirely wrong because no kind of selling is effective which automatically 
| antagonizes nine out of ten prospects approached. ({In contrast with such a difficult and 
_ impertinent method, how would you like to know about a plan of presenting Life Insur- 


| ance as an investment ~a method so logical, so attractive to the buying public, and so entirely 


free from affront and aggressiveness that the prospect, in the great majority of cases, will 


’ thank the Underwriter at the close of the interview for a valuable new idea instead of wanting 


to eject him from the office in a spirit of resentment and irritation? @ We have prepared 


_ a booklet entitled “The Swing of the Pendulum,” which will tell you about this new inter- 


pretation of Life Insurance and the new, wonderfully effective selling method based upon 


' it. The booklet is free. 


THE DIAMOND LIFE BULLETINS 


420 East Fourth Street * * * »* Cincinnati, Ohio 
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The Twister 


More potent than the most 
vigorous propaganda, or the 
most scathing resolutions de- 
nouncing the twisting evil, is 
the influence of a body of loyal 
and well-satisfied policyhold- 
ers. Witness this expression 
from a staunch policyholder of 
the Peoria Life: 


“I think I am in a good 
company when I think about 
the Peoria Life. I had a lot 
of agents talk to me about 
different companies and was 
trying to make me drop it. But 
I told them this; just keep 
your policy. You reckon I am 
a fool, and you try to make me 
drop my policy which I have 




















paid for all this time. No, not 


me!” 


Not a literary masterpiece, 
to be sure. But an honest, 
sincere statement of an atti- 
tude which is typical of the 
Peoria Life Family of Satis- 
fied Policyholders. They ap- 
preciate the splendid features 
of Peoria Life policies, the 
completeness of Peoria Life 
Service. They are impressed 
with the evident desire of the 
Company to serve them well. 
They are not easily disturbed 
in their loyalty to the Peoria 
Life. Their favorable recom- 
mendations carry weight with 
friends. In getting and hold- 
ing business, Peoria Life Serv- 
ice to Policyholders is a 
tremendous asset to Peoria 
Life agents. 
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